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LOOKING FORWARD! 


Definite progress is recorded in every step 
taken by the Continental Life and its agents. There is no 
marking time. Everyone in the Company realizes that there 
can be no standing still. Movement is either forward or 
backward and the Continental moves forward. 


The recent acquisition of a majority of the 
outstanding shares of the capital stock of the First National 
Life Insurance Company of Pierre, South Dakota, is but one 
of the manifestations of our progressive campaign. These 
two companies are now working in close harmony and 
their combined insurance in force amounts to about 
$75,000,000, with assets at $8,000,000. There is strength 
in this showing. It is a positive indication of our desire to 
grow and to provide our agents with greater working facil- 
ities. 

There are certain and definite advantages in 
representing the Continental. It is looking forward. Its 
vision is unclouded. It is feeling out beyond tomorrow, 
gauging its activities of today upon this vision. It is a com- 
pany well worth representing. 


a 





Continental Life Insurance Company 
St. Louis, Mo. 


EDMUND P. MELSON, President P. M. HARPER, Vice-President 
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At Home 


We are now established in our new home 
office building in Chicago. Our move to 
Chicago and the building of our own home 
have been two great strides in the progress 
of the Central Life. We are now even better 
equipped to render a complete and rapid 
service to our agents. Time is not lost in 
handling the business of our agents. Our con- 
stant aim is one of speed, consistent with 
accuracy. 











The progress that has been recorded in the 

New Home Offce Building past is a truthful indication of our future 
Chicago progress. Our eyes are focused on the future. 

We are devoting every energy toward build- 

ing a life insurance organization in which 

Agency Openings in recognition of agents will be the outstanding 


Illinois feature. 
Minnesota 

a - It will be a pleasure for us to have you inspect 
South Dakota our new home office building. 
Texas 

Missouri 

Nebraska 

Michigan 


The Central Life Insurance Company of Illinois 


716 N. Michigan Avenue 
CHICAGO, ILLINOIS 
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LIFE INSURANCE IS &3 
FREE FROM CRITICISM 





Supervising Officials Are Having 
But Little Trouble With 
the Business 





TWO COMMON PROBLEMS 





Company Executive Comments on the 
Trend of the Times and Some of 
The Issues 





NEW YORK, Jan. 16.—Life company 


officials are in thorough accord in hold- 
ing that the outlook for business during 


the year is brighter than ever before 


in history, and the heads of their res- 


1 


pective production departments are 
arranging agency allotments with that 
idea in mind. Although continental 
Europe continues disturbed and the 


volume of foreign business transacted 
by American manufacturers and mer- 
chants is far less than it was in the 


pre-war days; it is yet increasing slowly. 


New markets have been developed in 
the Spanish American countries and 
those formerly established are more 


cultivated. 
Labor Is Well 


intensively 
Paid 


At home labor is constantly employed 
than 


and at an average higher wage 
ever previously paid. Despite the 
added cost of living the wage earner 


not only enjoys a measure ot comfort 
previously unknown to him, but savings 
bank statements disclose that he is 
putting by a considerable part of his 
earnings. His social status having been 
raised he is alert to secure for his child- 
ren educational and other advantages 
hitherto considered beyond his means, 
hence he listens attentively to argu- 
nents in favor life insurance; particu- 
larly those forms which provide for 
the education of his boys and girls and 
make for his own comfort when increas- 
ing age makes desirable an easing off 
of his earlier activity. 
No Criticism from Commissioners 


The life companies are working ap- 
parently in complete accord with the 
insurance departments of the different 
and there has been no criticism 
ot their operations from the commis- 
sioners for a considerable time. At the 
nid-year conference of the National 
Convention of Insurance Commissioners 
in this city last month, the entire time 
of the gathering was given over to the 
consideration of matters affecting fire 
or casualty companies. 


States 


Two Perplexing Problems 


Each life company, of course, has its 
special problems to contend with, and 
these must be handled by the individual 

anagements. There are two matters 
common concern, however, which are 
engaging the particular thought of 

nderwriters just now, and which are 
apt to be forced to the front more posi- 
tively once the pressing task of filing 
annual statements be at an end. These 


; 
i 


OPPOSED THE BUREAUS 





THOMAS R. MARSHALL SPEAKS 





He Says That Honest Business Today 
Is Being Hampered By Govern- 
mental Commissions 


INDIANAPOLIS, Jan. 15.—There 
were 700 people present at the ban- 


quet tonight closing the celebration of 
“Indiana Insurance Day,” one of the 
most unique business gatherings in the 
history of the state. Claris Adams, the 


well known insurance attorney, pre- 
sided as toastmaster, He announced 
that Frank M. Chandler, who had 


acted as general chairman and is presi- 
dent of the Insurance Federation of 
indiana had already engaged the Clay- 
pool hotel for three days next Janu 
ary for a similar gathering which will 
be larger and more extensive Mr. 
Chandler was introduced and given a 
mighty ovation. He did a wonderiul 
piece of work in planning this day. 


Thos, R, Marshall Speaks 


The chief speaker of the evening was 
Thomas 


R. Marshall former vice-presi 
dent of the United States, who talked 
very plainly to the insurance men. He 


said that big business unfortunately has 


gotten on the black list of the people 
at large. Business has gotten away 
trom the old simple forms into cor- 
porate life with its great complexity. 


rhe states all have different laws gov- 


erning corporations, There is no uni- 


formity. A corporation can do some- 
thing in one state that it cannot do in 
another, There has been no attempt 
to have uniform corporation laws 
passed, he said. 
Viciousness of Investigations 

Commissions and bureaus are or 
ganized one after another to try to 
straighten out business. Mr. Marshall 


said that he was opposed to these com- 
missions, The federal and gov- 
ernments are over commissioned now 
“here not only a big expense in 
volved but business is hampered. Mr 
Marshall said there are just two classes 
of men in business, those who are hon 
est and those who are scoundrels. Hon- 
est men, said, should be let alone 
because they will do their business on 
the square. Scoundrels should be 
prehended and sent to the penitentiary, 


state 


is 


he 


' 
De 
aj 


Mr. Marshall said that the government 
is trying to interefere in every line of 
business He asserted that he had 
watched the effort to regulate honest 
business and in his opinion ft has 
proved a failure. Mr. Marshall said 
that in his opinion 90 percent of the 
men engaged in business today are 


strictly honest. 
Recommendations Made 


The speaker said that insurance men 
for example cannot stop regulation and 


investigation unless in the first place 
they give genuine publicity to their 
business. He advised the insurance met 


to be frank, have the people understand 
better what their business means and 
what it is doing, tell the truth, and elim- 
inate every possible scoundrel from the 
business. He said it the scoundrels 


is 


START A STATE BODY 


INDIANA AGENTS ORGANIZING 
Will Be Composed of Local Associations 
and Individual Members 
tory Not Organized 


in Terri- 


INDIANAPOLIS, IND., 
The life insurance agents who 
ittendance the “Indiana 
Day” meeting this week, held 
cial their own 


toward 
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who cause harm and bring about inves- 


| OFFICIALS COMMENT 
| ON YEAR’S PROSPECTS 


Life Company Men Say That 1924 
Will Be a Prosperous One 


for Insurance 


AGENTS NEED TO HUSTLE 


Business Conditions Point to an In- 
creased Production Because People 


Have the Money and Inclination 


1 Officials agree that 1924 
will ¢ another good insurance year 
lhe dications are all excellent. Tue 
NATIONAL UNbDERWRITER has asked some 
ot the leaders for their opinions. They 
( here kiven 
> * * 


W. H. Sargeant, Vice-President Mas- 


sachusetts Mutual.—I am of the opin- 
1on that life insurance is headed for 
ther good year—a year even better 
st d. In my judement 
everytl nt px its that way Today 
ore Stability in our business is no- 
( ess terminations from lapses and 
y ’ . | ] 
enders and a decline in the demand 
tor policy loans. I do not believe that 
. +} » % 
" ess this vear is going to have that 
everish feeling so common during a 
1 ntial election vear It is gener 
l co eded, | think, that President 
er : 
Coohdge will succeed himself. Give us 
Co and reduced taxes and things 


duc 
will hum 
+ ’ * 


Philip Burnet, President Continental 
Life of Delaware.—It seems to me that 


look tor life insurance in 1924 is 

r the best we have ever had, just 

l ! cle i new high record Con- 

s in the agricultural districts have 

tedly improved, although per- 

tt i ver great extent, the rate 

t¢ itor certainly Is no worse 

‘ ur ng the preceding vear, and the 

enerally prosperous condition of the 

‘ y, coupled with what appears to 

e a rapidly growing appreciation of 

‘ ilue and uses of life insurance, 
! | ke 1924 a banner veatr 

* * + 


H. S. Wilson, President Bankers Life 


of Lincoln.—After looking over the 
record of the year just past and noting 

c¢ WwW lerful results produced by the 
business as a whole, one hesitates to 


24 will go beyond the record 


1923. As a big portion of last vear's 

reases has been due to the better 
dusiness conditions in the industrial 
enters and the larger cities, the general 
business conditions of these localities 

ust be considered in an attempt to 

ecast the business for this year 

If the business conditions in these 

alities are as good in 1924 as they 
were last year, it is our belief that the 
usiness as a whole will go beyond the 
record tor last year, for we feel that 
924 1s going to be a better vear in the 
vgricultural sections than the last vear 
has been. 


rhe agricultural sections during 1923, 





Mr. Adams said that the large attend 
ance and the numerous meetings on in 
surance day enabled insurance men to 
demonstrate to themselves and to others 
the magnitude of their business He 
said that insurance needs a_ business 
consciousnes He stated that it meant 

bigger vision for agents to get their 
noses out of rate books and see their 

(CONTINUTED ON PAGE 28) 


as you know, did not furnish as much 
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business to the companies as did the 
the agricultural 


year 1920. However, 
sections are getting back to a more 
nearly normal basis. While I do not 


believe that we will be back to normal 
even this year, conditions are improv- 
ing and this year should produce a 
larger amount of business from the ag- 
ricultural sections than last year. We 
firmly believe that the country agents 
will be in better shape this year than 
they have been for several years past, 
so that if the cities and industrial cen- 
ters hold up to last year the business of 
1924 should go beyond the record set 


for 1923. 
e 2 6 

H. E. Aldrich, Vice-President Equita- 
ble Life of Iowa.—It seems to me that 
the outlook is favorable—more so than 
at the beginning of 1923. There has 
been an upward trend in business from 
rural districts. I can see no reason at 
the present why we should not make a 
fairly good increase in 1924 in rural 
districts over the year 192 A great 
deal of necessary readjusting in finan- 
cial matters has been accomplished. 
Banking conditions have improved and 
in most districts there is a more opti- 


mistic and hopeful feeling than there 
was at the beginning of 1923. 

The lapse ratio was very much more 
favorable in 1923 than in 1922 and we 
look for further improvement in 1924, 
but the rate of lapses and surrenders 
will not get down to normal by the 
close of the year. The severe depres- 


sion caused many to borrow to the limit 
on policies who would not under normal 


conditions have encumbered their poli- 
cies. Naturally, as time goes on, many 
of these policies will be surrendered. 

The vear 1924 will reward real sales- 
men—the kind that succeeded back in 
the vears 1913, 1914 and 1915. There 
will be little “easy picking” such as 
there was in 1919 and 1920. 

“er ee 

Arthur F. Hall, President Lincoln 
National.—There are many reasons to 
indicate that 1924 will be a better year 
for life insurance than 1923. Manufac- 
turers. merchants and business men 
generzlly have cleaned up their losses, 
ind closed the year with reasonable in- 
ventor es. They are in better financial 
condition now than they have been for 
several years. Banks have charged off 


their hopeless accounts, and financed 
lame business concerns back on to their 
‘ they are again earning 

the banks and such con- 
financial shape than 
Agricultural condi- 
much improved, 

farmers have paid 





nere 
Both 


cerns are in 


“+ 
Tee 


money 


tions as a whole 
and the majority of 


are 


up their back interest and bills, and are 
in position to apply earnings on im- 
provements. Transportation is fast 
getting back on to its feet. 
Some Discouraging Factors 

All these facts will lead us to look 
forward to 1924 as a banner year for 
life 1 urance¢ However, there are some 
disce ving factors which must not be 
overlooked. Our foreign markets are in 

bad w ind no man is wise enough 
to Say when there will be any mater ial 
improvement. The prices ot tarm ma- 
chine have advanced The farmer 
needs proved foreign markets and 
lower costs of farm machinery. The 
present Congress may or may not legis- 
late wisely. Who can predict what it 

ll do wit the bonus, with the tax 
bill, and with the transportation com- 
| f It is particularly important that 
the railroads be helped ge than 
throttle ith more restrictiv legisla 
tion I see nothing to indi cate that 
either labor cost or building cost will 
be reduced. In fact, it seems quite pos 
sible that they will be increased 

Sees a Normal Increase 
If the reparations commission accom- 


if ( ongress legislates 


‘ and if labor does not make un- 
vens ble demands, then I shall expect 
4 to show a wonderful improvement 
rance writing. What I really 

look r rd to, however, is merely a 
nor ] crease in insurance writings 
1924. this more because the agents 

the eld are improving their quality 
nd abilit ind our life companies are 





CHICAGO HAD BIG YEAR | MAKING EXAMINATIONS | 


———— 


MANY AGENCIES SET RECORDS 


Increases of Up to 75 Percent Shown 
in 1923 Paid Business, Compared 
With 1922 Figures 


New high record productions were 
made in practically all of the Chicago 
general agencies last year, reports on 
the local business showing increases as 
high as 75 percent over the paid busi- 
ness of the preceeding year. The Chi- 

cago agencies all enjoyed a boom year, 


passing even the 1920 record, and are 
opening the new year with continued 
good business. The 1923 results in the 


leading Chicago agencies are as follows: 

The Equitable Life of New York re- 
ported paid for business in Chicago last 
year amounting to $45,472,810 as com- 
pared with $40,023,058 in 1922. This 
does not include group. Courtenay 
Barber produced $4,701,052; V. C. Cur- 
tis, $5,761,449; P. L. Dirault, $5,007,470; 
W. M. Hammond, $8,872,838; Alfred 
Holzman, $7,755,056; L. H. Kellogg, 
$6,199,095; R. C. Moore, $1,108,772; F. 
P. Veith, $1,165,966. All these showed 


increases over 1922. Mr. Barber's 
agency showed the largest percentage 
of increase it being 44.7 percent. 


Set National Record 


The Darby A. Day Agency of the 
Mutual Life of New York in Chicago 
paid for $43,314,000 in new business last 
year bringing insurance itm force in that 
agency up to $300,000,000. This agency 
set a new monthly record in December 
by paying for $6,043,962. Both the De- 
cember and the annual figures are be- 
lieved to be record figures, unequalled 
by any agency in the country. 

The New York Life reports a total 
paid] business of $54,655,178 for Chi- 
cago in 1923, compared with $50,741,304 
in 1922. This includes the business of 
all its Chicago branches. 

The Massachusetts 
$16,750,060 new paid 
cago last year, the Bokum & Dingle 
agency reporting $10,540,000 and the 
grackett Bishop agency reporting 
$6,212,591. Mr. Bishon’s 1922 business 
was $6,081,432. The Bokum & Dingle 
agency shows an increase of about 20 
percent over the 1922 figure. The lat- 
ter agency paid for $17,140,000, in 1923, 
including the surplus lines. 

The Chicago branch office of the 
Travelers reports 1923 paid business of 
$26,000,000, compared with $22,500,000 
in 1922. 

Reports 

The Penn Mutual Life reports a paid 
total business in Chicago last year of 
$12,598,275, compared with $9,259,863 in 
1922. This business was divided be- 
tween the McCary and the Alexander 
Agencies, the C. J. McCary agency pay- 
ing for $9,474,075 in 1923, compared with 
$5,426,643 in 1922, an increase of 75 
percent. Mr. McCary is one of the 
veteran general agents in Chicago. The 
W. A. Alexander agency paid for $3,- 
124,200 

The Union Central reports paid-for 
business in Chicago last year of $10,064,- 


Mutual shows 
business in Chi- 


a= 





75 Percent Increase 


176, an increase of 27.6 percent over 1922 
total. The agency's average is well over 
$200,000 per man 

The DeForest Bowman agency of the 


lowa in Chicago paid 


Bankers Life of 
for $6,415,000 in 1923, compared with 
$5.705,000 in 1922. 

The A, A. Drew agency of the Mu- 
tual Benefit Life in Chicago paid for 
$12,051,072 in 1923, compared with 
$11,001,925 in 1922, which was the 


agency's previous peak year. 
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ACTION BY IOWA DEPARTMENT 





Delving Into Affairs of Both Royal 
Union Mutual and State Life Prior 





to Merger 
_ DES MOINES, Jan. 16—The Iowa 
insurance department yesterday com- 
menced an examination both of the 


Royal Union Mutual and the State Life 
of this city, this being the practice of 
the department when an Iowa company 





is either buying or selling. State Life | 
officials say that unless some unlooked 
for complications arise they think the 
examination will be made and report 
completed within 60 days. They wel- 
come this examination as it seems to 
be the best method of setting at rest 
idle speculations relative to both com- 
panies. It has been asserted, for in- 
stance, that there was a serious deficit 
in the reserves of the Royal Union on 
its deferred dividend contracts. The 


statement is positively made that these 
have been carefully checked and found 
correct. There might be a slight vari- 
ance from Iowa department figures with 
those arrived at by other departments 
but nothing of any consequence. 

The Roval Union building, sold to the 


company by some of its guarantee fund 
note holders, together with other in- 
terests, has been acquired by State Life 
interests and will represent the com- 
pensation to holders of guarantee fund 
notes of the Royal Union for an ex- 
tinguishment of their interest in Royal 
Union affairs. This fund of $100,000 
was established over 25 years ago, after 


$18,000 had been paid in additional, for 
the purpose of securing the company’s 
contracts in days when it was not in 
a good financial condition as it is now. 
It seems to have been done on a 50-50 
basis. The guarantee fund element elec- 
ted fifty percent of the directors and 
the policyholders the remainder, While 
only 7 per cent was charged as interest 
on this guarantee fund, its subscribers 
were entitled to 50 percent of the profits 
of the company. It has not charged 
this fund as a liability, an attorney gen- 





eral of Iowa having declared that it was 
not one. Best’s life reports for 1923 
stated that the total amount paid to 
guarantee fund shareholders since or- 
ganization was $159,264.76. The value 
of the Royal Union Life building is 
variously estimated from $400,000 to 
$600,000. 
Store Boosts Life Insurance 
The J. L. Hudson Company, the 


leading department store of Detroit, fur- 


nished_ striking evidence of its thor- 
ough belief in the place of life insur- 
ance as one of the cot Hendthee assets 
of the community recently when a 
statement on the possibilities of De- 
troit’s future growth from Milton L. 
Woodward, president of the Detroit 
Life Underwriters Association, was in- 


cluded in a page newspaper advertise- 
ment made up entirely of messages on 
the outlook for 1924 from the heads of 
representative civic and business organ- 
izations 

The Hudson store has always been 
especially active in advising its em- 
ployes to take out the maximum amount 
of life insurance. 


Fraternal Welcomes Laws 


In commenting on a recent report to 


the effect that fraternal organizations 
have been flooding the Iowa general 
assembly with petitions asking that 


there be no legislation touching frater- 


nal insurance, W. A. Fraser, sovereign 
commander of the Woodmen of the 
World, said: “The Woodmen of the 
World is doing a business upon a re- 
serve basis and not only has a full re- 
serve against every policy issued but 
surplus of over $7,000,000. We will wel- 
come laws at all times that would 


strengthen and perpetuate the fraternal 


system of life insurance.” 
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GROUP’S DEVELOPMENT 


——— 


GROWTH IS SHOWN BY BAILEY 





Importance of Broadening Line to All 
Business Is Told in Indianapolis 
Talk 


—_—._ 


INDIANAPOLIS, IND., Jan. 15.— 
The continually broadening line in in- 
surance that is being offered today and 
the remarkable developments in all 
classes of the business, but particularly 
group insurance, were outlined in an 
address by William B. Bailey, econo- 
mist for the Travelers, speaking before 
“Indianapolis Insurance Day,” 
meeting here today. Mr. Bailey's re- 
view of the growth of group business 
and present day conditions was in part 
as follows: 


Broadening of Lines 


“In order to meet the increasing con- 
tingencies of modern life, we have 


offered a continually broadening line of 
insurance, Employers liability gave 
way to compensation; the ordinary 


commercial accident policy was broad- 
ened; life insurance policies were en- 
larged to include permanent total dis- 
ability. We have, however, adopted 
the policy that inasmuch as the manu- 
facturer is responsible for the condi- 
tions in his plant, he should safeguard 
the workers rather than throw this re- 
upon the state. More and 
more the employer in this country is 


becoming the collection agency for 
homes purchased on the installment 
plan, for stocks and bonds, and for 
insurance. He provides rest rooms, 
restaurants, play grounds, and club 
houses, and emergency hospital and 
nurses. 
Value of Group Insurance 

“Through group insurance an im- 
proved method of meeting these re- 
sponsibilities has been placed in the 


hands of the employer without invoking 
the aid of state insurance. The em- 
ployee and his family can now be 
safeguarded against the loss of earnings 


through the death, non-industrial acci- 
dent, sickness, or permanent disability 
of the bread winner. All of the ex- 


penses may be borne by the employer 
or part may be shared by the employee. 
In this way, practically all of the con- 
tingencies in the life of the workman 
except the possibility of stoppage of 
earnings through old age or unemploy- 
are met. Both of these problems 
are in the way to be solved in this 


| country without recourse to state insur- 


ance. Many of our largest employers 
have in operation, or are’ preparing, 
plans for old age pensions. The evils 


|of irregular employment should be met, 


| not 


by casting this burden upon the 
state, but by persuading employers of 
labor so to regulate their industries as 
to minimize the fluctuations due to 
seasonal influence. Only a_ beginning 
has been made along this line but 
enough has been done to show its pos- 
sibilities. Some of our industries which 
would naturally seem to be most af- 
fected by the seasons have been made 
quite uniform throughout the year by 
securing orders far in advance of de- 
livery and knitting the department of 
production and the department of sales 
more closely together. 

“If we ever follow the lead of Europe 
in compulsory state insurance, it will 
because the insurance companies of 

country turn their attention away 
from meeting the contingencies of our 
complex industrial life as they arise, 
and fail to acquaint the public with the 
complete social coverage they have to 
offer.” 


this 





New York Indemnity Group Policy 


The New York Indemnity has pur- 
chased a group life policy in the Metro- 
politan Life covering all its employes 
This is identical with the plan adopted 


hy the National Surety. 
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INDIANA INSURANCE 


All Classes of Those Engaged in 
the Business Demonstrate 
Their Strength 


CHANDLER AT THE HEAD 


People Who Pay Premiums Get Some 
Idea of the Magnitude of the 
Calling 





INDIANAPOLIS, IND., Jan. 15 
Today marked the inauguration of an 
annual custom in Indiana which might 
well be emulated in other states. Today 
the imsurance men Ol the state repre- 

ing all classes of imsurance were 

1 to come here to celebrate “In 
diana Insurance Day.” The organiza- 
ns participating were the Indiana 


surance Federation, Indianapolis Fire 
\gents Association, Indiana 
nsurance Society, Indiana Casualty 
Ad usters Association, Indiana Associa- 
tion of Insurance Agents and the In- 
diana Life Underwriters Association 
Great credit for this gathering is due to 
Frank M. Chandler, general chairman, 
who is also president of the Insurance 
Federation. Mr. Chandler manager 
of the casualty department of the Trav- 

-s. He is a born organizer and had 


surance 


l 
I 
I 


1s 





everything planned to the dot. There 
were over 700 attending the banquet. 
The Riley room in the Claypool was 


filled at the general meetings 
Life Men Represented 


The morning’s program was in charge 
of the Indiana Insurance Society which 
is composed of all the fire insurance 
field men of the state. It was presided 
". P. Ray. In the atternoon 





over by W 

the Insurance Federation was in charge, 
the meeting being presided over by 
Frank M. Chandler. The Indiana As- 
sociation of Legal Reserve Life Com- 
panies was officially represented by its 
president, H. M. Woollen, president ot 
the American Central Life. Frank L. 
Jones of the Equitable Life of New 


York, president of the Indianapolis As- 


sociation of Life Underwriters, sat at 
the speakers’ table in his official ca- 
pacity. 

C. M. Cartwright of THe National 


UNDERWRITER spoke on some of the cur 


rent issues in insurance 


G. EF, Turner Speaks 
G. Edgar Turner, manager of the 
Casualty Information Clearing House, 
was the last speaker at the morning 
session, saving that it was necessary to 


pound in insurance facts to the puble 
and even to the agents. Continuous and 
persistent pounding cause results. These 
acts will sink in. He said that friction 
is trequently developed in the machin 
insurance and this should be 
clminated by the insurance people 


ery ot 


themselves. He said that insurance peo 
Ple should be on their guard as to the 
impression that the public gets of in 
surance, because these impressions are 
left by the insurance folks themselves 
He urged the insurance people to work 
together in their common development. 
They should appreciate the monument 

irance has erected. He said that the 
men mn the field leave the impressior 
that the public gets of the business 


Purpose of the Federation 





President ChaeMer of the Indiana 
Federation said chat the Federation is 
posed to the state becoming an wu! 
rwriter of any hazard. The purpose 
the Federation, he said, is to bring 
tovether all insurance associations, co 
linate them, help them and use then 
nerical strength He said that the 

1¢ of state msurance 1s not dead by 
means nor is it confined to casu 
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BIG COMPANIES AND 
EXECUTIVE CHIEFS 


Problem Before the Giant Corpora- 
tion Is to Get a Promi- 
nent Man 


PASS UP UNDERWRITERS 


Smaller Institutions Give the Presidency 
to the Leading Insurance Head in 


the Organization 
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insurance commissioner of the state and 
during his time developed into a man 
with a great knowledge of insurance. 
Darwin P. Kingsley is not only a su- 
perior insurance man but he is a man 
of high standing, socially and financially, 
and in every way that one wants to 
measure him. When the Prudential 
chose a president it went outside of its 
soehntend men and put in as president 
its general counsel, E. D. Duffield. 
President Duffield has developed as a 
strong administrator and a forceful 
leader. 
Underwriters Disappointed 

The insurance men themselves natur- 
ally being acquainted with the under- 
writing executives of the organization 
have a personal feeling and if it were 
left to them they would always advance 
the underwriters or those known to the 
insurance fraternity. Trustees, how- 
ever, have an entirely different slant 
This explains why underwriters some- 
times do not get to be president. It 
is disappointing of course. Sut fre- 
quently the technical men have not the 
mental equipment to become success- 
ful administrators and to view the situ- 
ation confronting them from the broad 
standpoint which a chief executive must 
possess. More and more the president 
of a giant life company must be a man 
big enough to hold almost any position 
in the country. Tremendous responsi- 
bility rests upon him. 

The Mutual Benefit board of directors 
had this problem before it. President 
Frelinghuysen was not a life insurance 
man. His successor is an attorney of 
lucrative and extensive practice, a 
prominent man in his city who is well 
known in big business affairs. 


PLANS OF INSURANCE AD MEN 








Executive Committee Working on Lon- 
don Program—Conference Grows 
in Popularity 


Jan. 





NEW YORK, 
the executive committee and 
ing committee chairmen of the Insur- 
ance Advertising Conference in New 
York last week, it was reported that the 
conference now has 117 members. While 
this showing was given credit for the 


15.—At a meeting 


of stand- 


untiring industry of the committee, 
headed by C. S, S. Miller of the North 
sritish & Mercantile, it was reported 


that a great many applications had been 
received unsolicited. Thirteen agency 
memberships are listed as well as those 
of the companies. Seven Canadian 
memberships are due to the efforts of 
Clifford Elvins of the Imperial Life of 
Toronto. 

A. H. Reddall, advertising 
the Equitable Life of New York, 
is now working intensively as chairman 
of the program committee for the Lon- 
don meeting of the Advertising Clubs 
of the World to which the Insurance 
Advertising Conference will send a 
representative, and it is hoped, a large 
delegation of its members. 

An exhibit similar to the one 
at St. Louis will be sent to the 
conference. 

At a luncheon held at the 
Club. the advertising men were addressed 
by Earle Pearson, chairman of the 
Educational Bureau of the Associfffed 
Advertising Clubs of the World and 
editor of “Associated Advertising.” 
Commenting on the London meeting he 
said: “The speakers for London are be- 
ing chosen with a view to having Ameri- 
can advertising, its methods and re- 
sults, put before the British by the best 
possible men.” He strongly urged the 
Insurance Advertising Conference to at- 
tend with a generous representation. 

Plans are now well under wav toward 
the formation of an English insurance 
advertising body corresponding with the 
American conference. These people are 
being asked to contribute to the insur- 
ance exhibit. 

Members of the conference feel that 
much good has been accomplished by 
the inter-change of ideas and it is to 
be exnected that through this medium 
new fields and better methods will be 
developed advertising. 
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Report of Special Commission Would 
Put Virginia Department Uader 
Corporation Commissicn 


RICHMOND, VA., Jan. 15.—In its 
report submitted to the legislature this 
week, the commission on simplification 
and economy of state and local govern- 
ment recomme nded that the bureau of 
insurance “be restored to its proper place 
as a division of the department headed 
by the corporation commission, and that 
such consolidation of divisions be made 
as in the judgment of the corporation 
commission is feasible.” It was further 
recommended that the commission have 
control over expenditures of all its divi- 
sions and over the appointment cf all 
employes thereof, and that the law be 
amended in so far as it permits insurance 
companies to reduce or withdraw honds 
or other security, required at the time 
of organization or admission to do husi- 
ness in the state, without the knowledge 
and consent of the commission. 

Discussing the relationship of the bu- 
reau of insurance to the corporation 
commission the report says: 

“The corporation commission is charged 
with certain duties and responsibilities with 
reference to insurance companies. The 
bureau of insurance is theoretically a 
part of the organization of the corpora 
tion commission and subject to its con- 
trol. Practically, it is an independent 
agency. In other words, the corpora- 
tion commission is charged with certain 
responsibilities, but is without powers 
corresponding to these responsiblities. 
This statement implies no criticism of 
persons in charge of the corporation 
commission or of the bureau of insur- 
The question is one of administra- 


ance 

tive organization and principle and is 
not connected with personalities. This 
arrangement may have worked satisiac- 
torily down to the present time, 
but is unsound from an = administra- 


and is hound to lead 


tive point of view, l 
The bureau ot 


to trouble in the future 
insurance should be restored to its 
proper place as a division of the cor- 
poration commission Technically, it 
should be in the same position under 
the commission as the cations division, 
and when so restored it should probably 
he combined with the banking division. 
This is an administrative detail that 
might be left to the judgment of the cor- 
poration commission in working out tts 


organization 


Millions Loaned bv Prudential 


Mortgage loans totaling $138,000,000 
were made bv the Prudential during 
1923 Of this sum $58.000.000 was 
loaned on dwellines and apartments, 
built to accommodate 19.000 families 
and $45.000.000 went into farm loans 
the halance renresenting loans for 
steres. office buildines, etc. 

Tn December the companv's new 
housine loans amounted to $7,000,000 


providing accommodations for 2.300 


families 
On Dee 21 
N00,.000 


Prudential had $410 
realtv§ mortgages 


the 


invested in 
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TO SUBORDINATE INSURANCE| MID-CONTINENT’S CONVENTION 





W. B. Burruss Is Principal Speaker at 
Annual Agency Gathering of 
Oklahoma Company 


Dividing the worth-while human race 
into two classes—wishers, who dream, 
and wanters, who attain—W. B. Burruss, 
widely known insurance inspirational 
speaker of Kansas City, addressed the 
agency force of the Mid-Continent Life 
of Oklahoma City and their wives at a 
banquet Monday night, given as the clos- 
ing event of an all-day convention. 

An address of welcome was given by 


George Short, attorney general, with a 
response by I. L. Cook of Atoka. Talks 
were given on life insurance from the 


banker’s viewpoint by T. J. Loudermilk 
of Judsonia, Ark.; from the viewpoint of 
a school man, A, C, Parsons, Oklahoma 
City school superintendent; life insur- 
ance and its supervision, F. E. Young, 
acting insurance commissioner of Okla- 
homa. 

First prize in the 60-day contest end- 
ing that day was presented to R. E. 
Leonard, whose record showed $174,500 
completed business. Bert Reed was 
leader in volume for the year, with $819,- 
205 to his credit. 

Mr. Burruss was also principal speaker 
at a noon luncheon at the Chamber of 
Commerce. 

A plan 


Arkansas and 


involving expansion into 
Texas was announced by 


| officials of the company as a natural out- 


the company 
Within this 


growth of 
four years. 


come of the 
within the last 


period the insurance in force has in- 
creased more than 300 percent, from 
$8.000,000 to $25,000,000 

The business of the Mid-Continent | 


Life in 1923 aggreg 
resenting an increase of 
Bankers to Sie Radio Station 
The Bankers Life of Iowa is planning 
to enter the radio broadcasting field, 
being engaged at present in the installa- 


ated $10, 600,000, 
32 percent. 


tion of a powerful radio broadcasting 
outfit at an outlay of $30,000, It will 
be a long range outét, similar to that | 
now being Ope rated by the Woodmen | 
of the World in Omaha and the two 
stations, one in Omaha and one at Des 

Moines, will divide their broadcasting 
time so as to cause no interference. The 
eauipment is being installed on the 
Liberty Building in Des Moines. where 
the Bankers Life is taking up its new 


quarters 


Proceedings Being Mailed 


The printed proceedings of the seven- 


teenth annual convention of the Asso- 
ciation of Life Imsurance Presidents, 
held Dec. 6-7, were issued Dec. 28, and 
conies are now being mailed. 

The volume comprises 182 pages 
with index In addition to the 1923 
trends in life insurance, including new 


it contains an 
blood pressure 
of insulin, 
in its rela- 


business and investments 
international survev of 
statistics and a discussion 
the new remedy for diabetes, 
tionship to life insuraace 





rep- | 





_ tee N NATIONA AL _UNDER WRITER | January 17, 1924 
”_- 
FIGURES FROM DECEMBER 31, 1923, STATEMENTS 

! 

—_—_—_ee we CORPANIES. 

Net New Bus. Ins. Gain Prem. Total Pd. Total 

Assets Capital Surplus 1923 in Force in Force Income Income Policyh'd’s Disburs. 
Canada Life. ..$94,248,960 $1,000,000 $ 8,176,902 $79 176,024 $412.43 $51,454,080 $14,014,521 $20,575,139 $ 9 136 6.344 $13, 524, 259 
Ced. Rap. Life. 2,021,488 100,000 129,805 15,335,7! 535,651 43 5 71, 51 
Citizens, La... 7 70,000 43.570 705.148 —98,805 101 18 
Columbus Mut 7 500, 000 : : W 56,900,039 12,703,600 2.55 1 
Commerc’'l, Mo 73,994 955,500 1,485,000 254,000 84, 5 
Contin’tl, Del.. 6,191,324 12,098,371 47,426,811 7,406,344 1,711 7 
Detroit Life . 150.000 19,871,000 44,000,000 11, 000, 000 erate A 
Equitable, Ia.. 700,000 59 63 13,785, 
Far. U. Mt., Ia ey 8=—s seen es 2 110 
Federal Un., O. 1,500,013 225,000 661 
Ft. Worth Life 2:703; 623 108,510 80 
Guar, Life, Ia. 100,000 89% 
Meth, Min. Rel. 420,507  ...... 113 
Minn. Mut. ... 11,430,171 ..... 3.615 
Montana Life. §& 500,000 ; 1647. 
Nat. Gd. Life. 2,403,802 100,000 5,491,993 23) 400, 466 841, 
Ohio Nat. .... 4,699,023 447,920 11,340,800 44,206,138 1,764, 
Ohio State .... 5,223,561 225,000 694,106 ...... | Se eee |! eee 
Prov. Mut. ...145,391,251 # «...... eg tt te 657.6 09,790 32,460,000 
Rockford Life. 1,278,831 200,000 3,597,539 12,657,975 712 402,447 
S'western, Tex. 14,270,401 1,000,000 37. 249,800 133,212,214 3. 60 8,707 4,536,499 


CHANDLER AGAIN PRESIDENT 
Annual Meeting of the Indiana Insur- 
ance Federation Was Held This 
Week in Indianapolis 


INDIANAPOLIS, Jan. 


15.—At the 
annual meeting of Indiana Insurance 
Federation today Frank M. Chandler, 


casualty manager of the Travelers, was 
reelected president in honor of his suc- 


cessful administration and his marvel- 
ous work in arranging for “Indiana In- 
surance Day.” Other officers chosen 


were: 


Vice-presidents—George W. Pangborn, 


Indianapolis; Arthur F. Hall, Fort 
Wayne; E. F. Abernethy, South Bend: 
Cc. D. Lasher, Indianapolis, and C. A, Me- 
Cotter, Indianapolis. 

Secretary—Joseph G Wood, Indian- 
apolis. 

Board of Directors—H. L. Barr, Fire, 
Indianapolis; C. O. Bray, Fire, Indian- 
apolis; Russell T. Byers, Life, Indianapo- 


lis; E. V. Clark, Casualty, Indianapolis; 
; John R. Engle, Fire, Winchester; E. H 
Forry, Local Agent, Indianapolis; Harry 
P. Frazier, Local Agent, Evansville; H. 
J. Gescheidler, Local Agent, Hammond; 
Earl Gooden, Local Agent, Lawrence- 
burg; W. J. Greenwood, Life, Indian- 
apolis; R. C. Griswold, Casualty, In- 
dianapolis; Ward H. Hackelman, Life, 
Indianapolis; Thomas P. Harvey, Indian- 
apolis: John Hunter, Casualty, Terre 
| Haute; E. F. Johnston, Life, South Bend; 
Frank L. Jones, Life, Indianapolis: James 
M. Larmore, Fire, Anderson; D. H. Mc- 
Gill, Local Agent, Laporte; Clarence F 
Merrell, Indianapolis; Newman T. Miller, 
Indianapolis; P K. Morrison, Local 
Agent, Muncie; D. J. O'Keefe, Local 
Agent, Fort Wayne; Frederick W. Ort- 
lieb, Casualty, Fort Wayne; BP. B. Raub, 
Life, Indianapolis; Fred C. Richardt, 
Casualty, Evansville; Charles J. Richman, 
Fire, Tipton; John Snyder, Fraternal 
Crawsfordsville; M. C. Thornton, Life, 
New Albany 





Continental’s Thrift Contest 

The Continental Life of St. Louis 
has launched a Thrift Contest for Jan- 
uary. The agent paying for the great- 
est number of Junior Banker policies 
in January will win a $100 Liberty 
bond while the agent paying for the 
| largest amount of business on the same 


pets form will land the other Liberty 
bond. The four agents paying for the 
greatest number and the four paying 


for the largest amount of business will 
land the other prizes. The contest will 
close Jan. 31, and all business to count 
must be paid for by Feb Prizes 
will be awarded March 1. 


28. 





American Life’s Meeting 

The American Life of Detroit will 
hold its mid-winter conference Jan. 31- 
Feb. 1-2. The subjects for discussion 
are: Installment trust insurance, educa- 
tional insurance, partnership and corpo- 
ration insurance; inheritance tax insur- 
ance, credit insurance and old age pen- 





sion insurance. Another symposium of 
| subjects will be: Securing life insurance 
salesmen, training life insurance sales 


|men, service to the sales force on the 


' part of the manager and branch office. 
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The Franklin Life Insurance Company 
Springfield, Illinois 


January Insurance Legal Admitted Capital, <_ and 
_ First _ In Force’ Reserve Assets Special Funds 
1904 $26,387,192.00 $1,553,452.00 $1,890,136.42 $ 307,223.19 
1914 46,442,058.00 4,939,013.00 6,126,663.23 967,056.17 


1924 150,137,940.00 14,423,458.00 16,198,597.91 1,120,886.84 


Amount Paid to Policyholders since organization “ $20 ,437,286.38 


1924 is the fortieth anniversary year of the Franklin, 
and for the fortieth consecutive time the Management is 
enabled to declare that the Company 


Has closed each year since organization with 
greater assets than it had at the beginning; 


Has shown each year since organization a 
substantial increase in its outstanding in- 
surance; and 


Has each year increased its Legal Reserve for 
the fulfillment of policy obligations. 


The above is the result of the Aggressive half of the 
company’s policy of “Aggressive Conservatism.” The 
result of the Conservative half is shown in the further 
announcement that the Company 


Has never lost a dollar in the investment of 
its funds; 


Has never lost a dollar of interest on any 
investment; and 


Has never closed a year with a dollar of 
principal or interest in default. 
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THE NATIONAL UNDERWRITER 

















“yeLows. mseeun 
BETTER 
THAN 


THE 
REST 


Are you interested in liberal First Year Commissions? 

Are you interested in non-forfeitable renewals? 

Are you interested in a direct Home Office contract? 

Are you interested in close co-operation and assistance? 

If you can show a clean record and wish to locate in the fol- 
lowing territory: Missouri, Illinois, Minnesota, Texas, Okla- 
homa, Kansas, Ohio, West Virginia, 


Get busy at once, write 


FRANK W. ENGEL, Agency Manager 


American National Assurance Company 


St. Louis, Missouri 


























An Old Line Legal Reserve 
Company has desirable General 
Agencies available in_ Illinois 
and Missouri for men who can 
furnish records as producers and 
This is an unusual 


organizers. 


opportunity for the right men. 


Address G-65 


Care The National Underwriter 














| CHICAGO UNDERWRITERS 
STAGE SALES CONGRESS 


Day Conference Enjoyed 
Last Week by 500 Life 
Men 


Two 





BILHEIMER WAS IN CHARGE 


Wealth of Selling Suggestions given in 
Live Business Sessions of 
Chicago Association 


A two day school in salesmanship 
was conducted in Chicago this week by 
W. E. Bilheimer, St. Louis manager for 
the National Life, U. S. A., who was 
in complete charge of the sales con- 
gress of the Chicago Association of Life 
Underwriters. For two days Mr. Bil- 
heimer held the 500 life underwriters 
present individual offerings. 
Without pause he presented a wealth 


with his 


of business getting methods and sell- 
ing suggestions with a rapid-fire series 
of illustrations that carried the point 
home and maintained the undivided in- 
terest of the room full of men and 
women, no small feat at the close of 
the second day of straight business. 
Eliminates All “Frills” 


At the opening session, Mr. Bilheimer 
boiled down the definition of salesman 
ship as human nature applied. He rec- 
ommended a deeper study of human na- 
ture in preference to a studied analysis 
of the psychology of the business, He 
said that an agent must know his busi- 
ness and all its details, but not to tell 
the prospect. This detailed knowledge 
is valuable only as a foundation and 
background and that the actual ap- 
proach requires nothing more than a 
knowledge of human nature, common 
“horse-sense.” He said that one of the 
principal reasons why the majority of 
agents cannot get cash on delivery of 
the policy is that the average agent does 
not understand human nature and can- 
not approach his prospect in the right 
attitude. Mr. Bilheimer said that the 
way to get a premium is to “ask for 
it.” 

Work, Not “Work of” 


A full day’s work was recommended 
by Mr. Bilheimer as one solution to the 
agent's difficulties. He said that the 


life insurance agent does not work 
enough. He makes “work of” his 
work, but does not work sufficiently 


If the agent would adopt a definite pro- 
gram of six hours a day for six days a 
week and go to his prospects in a per- 
fectly natural attitude, he could not 
help but meet the results of the law of 
averages. In this connection Mr. Bil- 
heimer also said that agents were over 
careful as to the matter of approach. 
He said that they too often used a 
stereotyped selling talk. He suggested 
that if an agent could carry a dicta- 
phone in his vest pocket and get a rec- 
ord of any six consecutive sales, the 
reproduction would show the same 
scratch on each cylinder and would 
show that the agent “swallowed his 
Adam’s apple” at the same place in 
each approach. Such an _ experiment 
would doubtless cause a change of tac- 
tics. 

To Answer Objection—Never Hear It 


As for answering objections, Mr. Bil- 
heimer said that the best way to ans- 
wer an objection is to never hear it. 
Contradiction developes the combatta- 
tive instinct and thus the agent who at- 
tempts to answer an objection immed- 
iately creates a sales resistance. He 
says that such an objection as “My wife 
objects” can be quickly thrust aside by 
asking “Are you always as careful about 
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not doing what your wife does not 
wish you to do?” He also said that 
the way to meet competition is to leave 
it. Mr. Bilhetmer said that agents 
lose much business from attempting to 
meet competition. The same amount 
cf time applied to presenting figures 
and competitive sales talk on one risk 
could be applied to ten or more other 
approaches, with the result that prob- 
ably more business could be written by 
ignoring the one competitive risk. 
Has No “Prospects” 


Mr. Bilheimer also discarded to 
place of second importance the prospect 
list. He said that in his mind there are 
no prospects. Every man is suscep- 
tible to insurance and much valuable 
time can be saved by eliminating the 
work of searching for prospects. He 
said that a life underwriter should sur- 
vey his field before taking up his work, 
just as any business man would, to de- 
velope the limit of the market. With 
this known, the approach can be made 
to the likely men and the law of aver- 
ages will work. As an example of his 
“cold turkey” approaches, Mr. Bil- 
heimer told of an interview he had with 
a doctor who was unknown to him. He 
simply asked the doctor if he would be 
interested in a proposition that would 
insure all his unpaid accounts, guaran- 
teeing payment to his wife within a very 
short time after his death. In the case 
of a lawyer unknown to him, he brought 
up the question of the law which re- 
auires life boats on all passenger ves- 
sels, the lawyer immediately speaking 
in defense of the law, which was then 
compared to the life boat of insurance 
to the human ship. In both of these 
cases the avenue of approach was im- 
mediately opened to Mr. Bilheimer and 
a sale followed. Mr. Bilheimer then 
showed three ways that an agent might 
double his sales. He said that one out 
of three attempts could be closed by 
anyone of the three following methods: 
To follow the risk through to the doc- 
tor and increase the application immed- 
iately after the examination; to call back 
an old policyholder frequently; and to 
add policies for presentation upon de- 
livery of the one sold. He said that if 
these were persistently used, the agent's 
sales could easily be doubled. In con- 
nection with the medical examiner, Mr. 
Bilheimer said that the doctor was the 
most valuable ally the agent had and 
that the agent should cultivate the doc- 
tor and make a “Buddy” of him. 


Discuss Agency Management 


Mr. Billheimer devoted one part of 
his program to a talk on agency man- 
agement, When asked how he picked 
his men, he said, “I pick men with one 
essential—character, and by character I 
mean a man who is right with his God. 
There are only two kinds of men whom 
I do not tolerate. They are, the man 
who steals and the man who lies. You 
canot cure them.” Mr. Bilheimer was 
asked how he would build any agency in 
Chicago. He pointed out that it would 
be necessary to have men of different 
nationalities within the agency. The 
European people, especially, are rather 
clannish and a high type of man of their 
own race could come in on them and 
do a good deal more than another man. 
He emphasizes the necessity of estab- 
lishing a women’s department in every 
good sized general agency but qualified 
that with a remark which drew a good 
round of applause and laughter when he 
said, “But let a woman run it.” 

Mr. Bilheimer said, “The general 
agent must have these four attributes 
to be a real good general agent. He 
must be a good banker, a good credit 
man, a crackerjack salesman and a 
good handler of men.” 


Mutual of Illinois Adds Property 


The Mutual Life of Springfield, IlIli- 
nois, has leased a 70 foot frontage ad- 
joining the present home office, giving 
the company a 120 foot frontage on 
South Fifth avenue and 152 foot front- 
age on Capital avenue. The company 
may build an annex or wing to its 
present building. 








1924 January 17, 1924 LIFE INSURANCE EDITION 7 








ie SALES SCHOOL PLANNED 











that 
leave 
zents GET LIFE INSURANCE COURSE 
ig to 
1ount 
gures University of Buffalo Will Establish , 
— Regular Summer Training Under 
prob- Prof. Griffin M. Lovelace 
n by eel 
BUFFALO, N. Y., Jan. 16.—Ar- 
ranagements have been completed for a 
to a school of life insurance salesmanship 
spect is part of the summer course at the 
e are University of Buffalo. The school will 
scep- be conducted by Griffin M. Lovelace 
uable and his faculty from the New York ® 
r the University. 
He The matter of such a school has been 
sur under discussion in local life circles for 
work more than a year and the fact that it 
o de- has come to fruition is a credit to the 
With Buffalo Association of Life Managers 
made and the Life Underwriters, Inc., both 
aver- of which organizations have fostered 
»f his it from the beginning. 
Bil- Minimum Number Enrolled 
with : : 
n. He Harvey Weeks, of Scott & Wecks, ) 
ld be Buffalo, president of the Life Under- ] i | 
vould writers, states that already the mini- 
aran- mum number required ior the school 
very have been enrolled. 
» case The cost of the Buffalo course will 
ought be $100 for tuition and $20 for books 
h re- and supplies. 
. yes- In organizing the school each inter- = - 
kin ested general agent was assigned a ORK f } > | | for 
"hen quota. In many cases this quota has or somet ung t 11S year 
irance been met by signing up the men within | — | a Ee 
these the agency and permitting them to ESIC es mere commissions and 
s im- begin at this time making partial pay- . 
r and ments which will equal the entire cost renewals. Let your Surplus and 
then of the course by the time it is ready - * 


+ tort 
» Start 


might ag Substandard business send you to 


ed by RS . ° ‘ . 
bd H. A. Vidal, general agent for the Havana with the Missouri State 


. doc- National Life of Vermont, has made an 
Bhcwr interesting proposition to his men, in 


pas connection with the course. The men Life Quarter Million Club. 


ad to of the agency are divided into three 
meh ve groups, according to their underwrit- 
. se ig ability In group 1 Mr. Vidal of- ° 
hat if ng a eel ‘ : Pp : i r - . . : . 
gent’s prot Bcc Bae mp. Migeny aan a his Com pany w rites Standard 
| con- Ms. ~ Fete hrs - 
business during the five months be- ¢ ‘ te ¢ . ~ . ‘ ~ 
7 Me. egy Boer ay Agron Ma and Substandard Life insurance, 
1 and me \ pre mium income of $ 3,500 or more. 2 S. : . ° ; 
e doc: {Fer a minimum of $2,500, half a scholar Accident and Health insurance, 
ship is offered. group 2, the offer 
n. . a ° 
is made for new income yf $2,- P : ‘ ~ _ ase 
is made for new income of $2. Group insurance, Group Accident 
° archi: ’ . sae ’ ” 
art of irship for a minimum of $2,000. In , + el ie . 4 
man- group 3, the full scholarship will b« and Sickness Insurance, WU e pay 
vicked given to each es writing a volume 2 _ a 4 - 
of business resulting in a maximum new , ‘ ‘ . Te. ~ © . 
Xe Boy Pm extra liberal first-year commissions 
: God. a half scholarship for $1,500 minimum. 


whom Also each group may qu ilifv monthly and 2 uaran te e d non -forfeitable 


to the extent of one-fifth or one-half 


Be pan f one-fif 1 the cost of tuition ant books > ré ’ , ¢ ot ~ = 

. Fi renewals on brokerage business in 
" income on new issues as shown in the ° 

ay i foregoing schedule Kode territory handled by our Branch 

erent he school this summer will be in a - 





op Baer. he Offices. Make this the greatest 
for a vear-around school in Buffalo. 


—- peace Life Insurance in Force | insurance year you ever had— 


5 n. > > ( ? : : . : 
Ls ‘Plan Second Home Office School _ December 31, 1923 with a big vacation at the end of it! 
every he $475,735,998 


pen its second agency school at th 


— home office Feb. 5. to_ continue hres . -s 4 
ak te weeks until Feb, 26. This school will New Paid for Business 


lose day prior to the opening of the 


we ae be 1923 MISSOURI STATE LIFE 


ibutes ronference. Feb. °7-29. ne * epresenta ‘eS i~~ 
He tive will 1; sent a the home office 7 $1 39,449,485 INSURANCE COMPANY 
and a Se eee eae ce cates te This includes Group, HOME OFFICE - . ‘SAINT LOUIS 


agency. Revivals and Increases 


arty Plan Agency Meeting M. E. SINGLETON, President 
d, Illi- 











The Home Life of Arkansas is arrang- 














oe oe it g for an agency conference at the home 
ge on office in Little Rock Jan. 19. The pro- 
front- gram is now in the making, but the 
mpany home office is planning for a great cele- 
to its bration on the annual get-together of all 














the company’s field producers. 











8 THE NATIONAL UNDERWRITER 





Our Agents Have 
A Wider Field 
An Increased Opportunity 








Because we have 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan, 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 


and Females al'ke. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 


| PEORIA LIFE’S RALLY 


| 


|BIG 1924 GOAL SET BY MAY 


| 


| Managers Held Three-Day Conference 
at Home Office Last Week, Year’s 
Plans Being Announced 


PEORIA, ILL., Jan. 15.—The goal 
for the coming year was set high by 
President Emmet C. May at the annual 
meeting of the managers’ conference of 
the Peoria Life at the home office last 
week It was a three day conferenc: 
of the company’s managers to make 
plans for the year’s work and talk over 
the ways and means of executing those 


plans. Mr. May announced that the 





000,000 of new business. In addition to 
setting the goal at this high point, r 











Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 


Mutual, with unexcelled dividend factors. 
Mortality, 1922, 42%. 

Interest earned upon mean invested assets 6.15%. 
Assets of $109 to each $100 of liabilities. 


Business in force, Dec. 31, 1917, $54,193,000 
Business in force, Dec. 31, 1922, $152,530,000 


Excellent direct general agency contracts available for Mis- 
souri, Kansas, Southern Obio and Virginia 


| 
|}company’s allotment for 1924 is $30,- 
| 


| May said that it is planned to attain 
ithe first $100,000,000"in force by Aug. 
11 and in celebration of this event the 
| $100,000 Club is planning an outing 
in \laska. Mr. May reviewed the past 
year’s work, saying that the company 
}enjoyed a most favorable vear. There 
| 
| 


was a very favorable mortality. The 

company had a saving of 61 percent and 

a mortality of only 39 percent The 
investments have earned 6.2 percent \ 

net gain of insurance in force of $12,- 

157,000 was made Assets were incre ised 

more than $1,500,000. \ remarkable 
record in renewal was made, total ter 
| mination being only 10 percent, giving a 
lapses 


| 
| renewal of 90 percent Actual 
| were only 7.6 percent 


Study Managerial Problems 


The program of the three day con 
| fe rence was devoted to a studv of man 
agerial problems, particularly the find 
ing and training of new agents. “How 
| and Where to Find New Acents,” 
|“Arguments Used to Hire a New 
Agent.” “How to Get Agents Through 














THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















Insurance Record, 1923 


New Insurance . . . $ 96,148,025 
Insurance in Force . . 719,421,634 


Increase of $58,623,876 which is 61% 


of the New Business 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 























| vour Present Agents and Old Policy- 
1] weed. The wat 
ter of selection of individuals and the 


raining of the agents were analyzed 


iiders” were all dis 


t 
by some of the company’s producers 
Paul Hawkins, Indiana manager, made 
1 hit with his selling ideas and sugges 
ions for agency organization H. E 
an de Walker of Michigan and George 
Seal of Fort Dodge, Ia., also starred 
on the speaking program. On the clos- 
ling day the Peoria Life men were the 
guests of the Peoria Rotary Club at its 


| luncheon. 
| WAIVE MEDICAL EXAMINATION 


| Phoenix Mutual ‘Life Is to Grant 
$10,000 Additional 
Cover 

The Phoenix Mutual Life is carrying 
on a special production campaign dur- 
ine January, in which the company will 
issue policies up to $10,000 without new 
medical examination, on all risks upon 
whom policies have been issued since 
| Jan. 1, 1922. The only condition drawn 
is that the insurance must be standard, 
taken out during 1922, still in force, ex- 
| amination having been taken since Octo- 
ber 1921, he must be between the ages 
of 18 and 55, and his total insurance 
must not exceed $100,000 It is be- 





lieved that the experience on such ad- 
ditional insurance will not be different 
from that on the original policy issued 
and vet a tremendous total of business 
is expected as a result of this offer. 
Many policyholders would like to in- 
crease their insurance, provided it was 
not necessary to go through another 
medical examination, It is pointed out, 
however, that should the reduced appli 
cation show that the risk has passed 
from standard to substandard, a regular 
examination will be required. The 
egg +o Mutual expects January to be 
the biggest month in the company’s 
| history as a result of this special cam- 
paign. 
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OBSERVANCE IS URGED 


SEEK PART IN THRIFT WEEK 
Many Officials Believe Life Men Are 
Passing Opportunity in Lack 
ef Interest 


Some of the agency officials of the 


big lite insurance companies feel that 
thrift week and life insurance day art 


worthy of considerable more attention 
than they are given by life insurance 


men throughout the country With 
thrift week and life insurance da 
scheduled next week, no organized a 


tivity has taken place on the ra 
the companies or of the National Ass« 


ciation to strengthen insurance activity 


on that day The general opinion 
among company men ts that to be a 
success, life insurance day must be fos- 


tered by the local associations of lif 
underwriters because it is up to them 


to carry out any plans that might be 
mad ‘It is felt, furthermore, that the 
local agent is the man who prolits most 
by the publicity given life insurance and 
the only practical way for a successful 


ovement to be carried on is locally 
Little Interest Evidenced 


Some of the companies are calling 
life insurance day to the attention oi 
their agents in their agency ] I 
none of the compan 
preparing the day 
tivity which has 
t | It is felt by many that life 





insurance should have 1 lace 1 nriit 
wee [The banks are till on the b 
nd the apparent lack of interest this 
year 1s to be greatly egretted 

It s expected tl t there will be more 
or less ac vity imo the | 1 asso 


ciations as ‘there has been in the past 
7 his has always been more or less 
“spotty,” a city here and there having 


leaders in its associations who have 
seen the value of capitalizing tl en 

1h 4} + | hy. 
eral publicity given to thrift week by 
tying up life insurance with it 









awaits fo > 


ova me 






iI | 


—and, if you can qualify, it will be 
the biggest step forward in your 
entire career. 

We want you to take charge of our 
general agency at Peoria, Illinois; 
to cash in on the immense oppor- 
tunity which this rapidly growing, 
prosperous city presents. It will 
take a big man to swing it. 


You must be a producer with a real record; an 


ganizer of men and a good mixer Your social 
position must be high, your accumulated assets 
ast $25,000 and y earning capacity from 


at le 
$12,000 to $25,000 per year 
If you can meet these requirements, you 


get this unusual opportunity and our 
whole-hearted co-operation You will re- 
ceive a contract direct with the home 


office, a liberal first year commission, a 
re ones commission, a collection fee, an 
office llowance and a usiness-develop- 
nt allowance 
This. with one of the dominant old line 
life insurance companies, whose ratio of 
assets to liabi lities is greater than that of 
any other large company in the same field, 
and — se percentage of rejections is one of 
he lowest. 
Write us today; see if you can qualify. 
Address Peoria, c/o this paper. 
NOTE: We also have an unusually attrac- 
tive, special contract for good salesmen 
whose experience is lhmuited 














a week is the cost of The 
National Underwriter ty 
annual eu!» then. 
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TO SHOW BIG FIGURES 


METROPOLITAN’S GREAT YEAR 


Figures Will Not Be Divulged Until 


the Annual Convention of the 
Company’s Managers 


NEW YORK, Jan. 14.—Lights are 


ing all night in many department 





fices of the Metropolitan Life these 
weeks and officers and department 
heads and clerks are working in day 
nd night shifts to enable a complet 
g *< the «¢ npany’s business in 
1923 to be made to President Haley 
Fiske and later to the annual conven- 
tion of managers soon to be held Any 
formation about the figures of the 
mpany’s progress in advance of this 
, ua lus ] 
cult to 
an 
“ee ofa 
B 1oug! n 
I ake po 1 t i 
P ures, it “pt 
€ written 11 192 ( ga 
i! rorce, ass¢ and ] s 
ll] KI ré€ r less like t prov il 
ts when e figure t] Metro 
] ! e reveal it tft T thcom- 
Z na ugers’ n ing, rr} gains 
ide co ete eclipse ] rrevious 
I made by the comp nd will 
if2g rh 1 ccou ne 
" nd { ince. This state 
le on ‘ il h rity oO i I zh o 
l « tl ce pany and is re he 
ian | been told to anyone so 
The « C has yveen fi ed witl 
rs from other company officials ask- 
vhat the annual statemet rr 1923 
1 show ind ewspape me have 
‘ more than usually pet ent in 
ett t to find ut v i l Met- 
t did All these overt s have 
1 eV d nd : i ver 
de linat on th irt ¢ all, 
\ wha s whi t, m te ill w 
»« definite to leak out which will 
i tl ore ri he tidal wave ot 
enthusiasm and pride which 
] ‘ eT lee ng oO man- 
\ Preside Fiske ves out 
S the Metropoolitan  Life’s 
1 1 progress 19 


SECTIONAL MEETING TIMES 


Lincoln National Life Announces the 
Dates When It Will Call Its 
Men Together 
The Lincoln National Life has set 
the dates for its sectional meetings as 
follows: Fort Wayne, Ind., Jan. 21-23; 
ttsburgh, Feb. 4-6: Peoria, Ill., Feb 
1-13: Minneapolis, Feb, 18-20; Seattle 
b. 25-27: Los Angeles, March 3-5 

Antonio, Tex., March 13-15. The 
ompany states that probably the larg- 
est ‘gathering will be at Pittsburgh 


here e agents of Ne le ev, Pen 
Ivania, West Virginia, eastern Ohio 
d North Carolina will nble 

\ e-President Walter I Shepard 


will be in charge of the meetings, will 
ke the opening address and will pre- 

e at the banquet on the second eve 
ng of each meeting. Superintendent 
\gents A, I Dern will have charge 
the educational portion of the pro 


Medical Director W. E. Thorn 


ill discuss certain physical impair 
ments Assistant Superintendent of 
\gencies V. J Harold will attend the 
? y Pittsburg Pe ria, Fort 


it uu » 
inneapolis 


v1 e and M 


At a rally of agents connected with 

t Springfield, Ill. branch off nf the 
Mutual Life of New York, 2 f those 
present pledged t anager D Ger- 
$100,000 of new insurance during 

This ag wrot 1 it $5 v4 


24 s age \ 
1923, but all of these connect 
t were not present at the rally. 


LIFE INSURANCE EDITION 


It’s Old Line 
Life Insurance 


It’s the same old line legal reserve life 
insurance that every life insurance man 
knows. 


The policies are issued by established 
companies with moderate rates, low net 
cost and good records for management 
and progress. 


The Grizzard System simply intensifies 
the usual life insurance service by financ- 
ing annual premiums on a monthly budget 
basis of deposits in the bank—for policy- 
holders who originate their contracts 
with us. 


Ask for a free copy of Radio 
Address on “Life Insur- 
ance,’’ by James A. Grizzard 


Pronounced Griz~-ard’ 


SYSTEM 


GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
CHICAGO, Incorporated OHIO, Incorporated 


Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave., CLEVELAND 
GRIZZARD SYSTEM OF 16 E. Broad St., COLUMBUS 
MICHIGAN, Incorporated Metropolitan Bidg., AKRON 

Ist Natl. Bank Bldg., Detroit Daily ene Bldg., CANTON 


GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bldg. 


CHICAGO 











WILL HAVE. NEW PLAN 
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DIRECTORY OF 
To Men Who Will Recognize COMPANY WILL REORGANIZE|| | LIFE INSURANCE 


« 
an Opportunity: Kaskaskia Live Stock Will Stop Writ- ILLINOIS 
ing Business and Will Become Life YMAN & PALMER 


E are offering excellent territory surround- Insurance Corporation General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 


ing four Michigan cities, on a liberal General of Pittsfield, Mass. 


Agent’s contract, to men who can qualify as C The Kaskaskia Live Stock Insurance 105 So. La Salle 
; ss ompany of Shelbyville, Ill, one of the : ILLINOIS 
Managers and organizers. Communicate best managed companies of its class, is CHICAGO, 
directly with discontinuing writing live stock insur- 
ance and will reorganize into a life 
company. Secretary C, F. Stairwalt, 
who is the underwriter and the main 
factor in the company, says that this 


The Ohio National Life Insurance Company change is brought about principally for 


= 

rs the reason that the officers and direct- P ] 

The Company With A Big Surplus ors believe that life insurance will offer | New Oo icles 
CINCINNATI, OHIO a greater opportunity for progress and 
will not have the disadvantages of | 
prosecuting live stock insurance. He | 
says that conditions have changed radi- | 
cally in the live stock field in the wed 
' 
































New and appealing line of 
policies being written. 


Rates exceptionally attrac- 








“The Capitol Life Insurance Company desires to obtain the || few years. While the company has 
: a l Sead ° discontinued writing live stock insur- 
services of good, reliable agents in al unoccupl territory. ance the corporation will be continued 


for the present so that the policies will 
| 


tive. 
. . °° 
Please address the company for further information. carry to termination. It may write Unusual contracts to agents. 
some short term insurance, but it ex- 


The Capitol Life Insurance Co. of Colorado |) jee. (5 Giose ‘ip all the business with || Several splendid agencies 
Clarence J. Daly, President the old company before Jan. 10 of next | : 
open in Iowa. 


Denver, Colorado year at which time it expects to be | 
a ready to begin writing life insurance. 
Management to Continue Write for information. 
The Kaskaskia Live Stock was es- . 
Willi d WILL tablished in 1909. It has always been Louis H. Koch, President 
To the an iIng——al regarded as one of the best managed 
companies in the business and one of | 
We are prepared to offer unusual opportunities for the cleanest. The officers have taken a | NA | IONAL 











OLIFE INSD 


money-making a | -_—aeeee competence for prominent part in the general welfare of | 
the . live stock insurance. The old officers AM ERICAN 
For Contracts and Territory, Address and directors will in all probability con- | 





been with the Kaskaskia since its in- 
corporation. Secretary Stairwalt says | 
that values in live stock have depre- | 
ciated so greatly and farm conditions | 


H. M. HARGROVE 2 President duct the new company. | They have all | LIFE INSURANCE COMPANY 


Beaumont, Texas Burlington, lowa 











have been so unsettled during the last 
24, 856 CLAIMS PAID IN 1922 two years that the company is unwill- 


Most of the 24,856 claimants to whom we paid indemnity of $1,514,- ing to continue longer in activity that | 











924.33 for loss of time from injuries or illness are still adding regularly to does not give much promise for suc- 
their life insurance. These drafts are delivered by our own salesman ready cess. ATTENTION : 
to avail himself of a cordial introduction to the claimant’s friends, oF to Piieniieniie tee Bashasht ill f : 
provide the claimant himself with the additional life protection he ndoubtediy the Naskaskia will lorge 
to take sometime. ahead as a life company and will meet | H Off 
We can use more good men to help deliver the 27,000 claim drafts we with success. It is now operating in ome cers 
will issue during 1923. Foch Lt MONEY a letter with 10 or 11 states. It is not likely that Wh: a0 
. catiafactery references will bring you full partion the life company will plan to cover at have you to offer a 
BUSINESS MEN’S ASSURANCE COMPANY the larger territory, but will gradually you ng woman thoroughly 
KANSAS CITY, MISSOURI increase its field. W. J. Eddy is presi- qualified for agency secretarial 


W. T. GRANT, President r ; 
dent of the Kaskaskia and George C./| duties and experienced in field 


Poaliinver = : = *. Stair- es ° ° 
Bollinger, vice-president; E. I “ supervising, with a successful 


walt, secretary and general manager; : J. ‘ 
C. Westervelt, treasurer, and R. T personal production record 


1867 E UITABLE LIFE 1923 Eddy, superintendent of agents. , \| covering a period of four vears 
a in the Middle West. 


INSURANCE COMPANY Western & Southern Wins Case | Address G-99 








The Ohio supreme court last week | 


ruled in favor of the Western & South- | ‘are The Nat'l Underwriter 

ern Life in a suit which Henry Endress | 
of Dayton had instituted to collect | 
premiums which he had paid the com- | 








A Company of Stability and Progress, 





Safety and Liberality pany: vs as —y Ay Be poncty 7. am | 
sure a € ) rer sons, l- 
Admitted A I a F ing himself as the beneficiary. About GENCY EXECUTIVE 
tte: ssets nsurance tn Force 25 of these policies had been issued, it | : ° ; 
SS errr $12,431,725.00 $ 67,326,327.00 is said, when the company detected the || an with sixteen years as home 
Dec. 31, 1922 44.995 .738.00 313,132,592.80 scheme and canceled the policies. En- || Olice and state manager will 
: experienc ae act el . : bt dress sued to collect the premiums he | po : 
The net returns paid on funds left with the Company is 4.8 per cent. had paid, but lost in all the courts. | connect with life or casualty 


Endress was aided in the plan, it is|| COmpany on salary and bonus 


‘ said, by an agent of the company. It i } , ‘ 
For information regarding agencies is alleged that some of the persons upon basis. Will go anywhere; prefer 
south, and home office. Age 


A . : whom Endress had taken out policies 
Address: Des Moines were ignorant of the fact. 37, married, best references. 
Address H-2, care The Na- 


tional Underwriter. 











The following life companies have been 
admitted to Maryland Equitable Life of | 
Washington, D. C.; Continental Assurance 


. Acacia Mutual Life Association || 2)nc::: 
Formerly the Masonic Mutual Life Association of the District of Columbia 
Insurance in Force, over $140,000,000.00 Assets over $8,000,000.00 
We issue all Standard Forms of Old Line Legal Reserve Policies at Net 
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Pictures Tell the Story 


|} Cost to Master Masons Only. ; 
\ Te Agents who are Master Masons in good standing we offer: Cartoons will give your house organ that a!l necessary sparkle. Use 
* Liberal First Year C Cc Renewals, thus insuring aa them to put over your message or your special sales contest. Send for 





proof sheets. 


BUSINESS CARTOON SERVICE 


3S South Dearborn Street, CHICAGO 


income for life to permanent Acacia Agents. Real Home Office Cooperation. 
WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 
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LIFE INSURANCE AND 
COMMUNITY STATUTE 


New Argument for Salesmen in| 
the Property Law Found in 
Some States 





WIFE IS AN EQUAL OWNER | 


Can Will Away Half of the Possessions 
of the Husband to Some One 
Else 


LOS ANGELES, CAL., Jan. 15.— 
Every life underwriter, and particularly 
those operating in states having the 


community property law, will be 
interested in the address on “The 
Community Property Law from 


the Viewpoint of the Life  In- 
surance Agent,” which was delivered 
by Sebald L. Cheroske, a prominent at- 
ag of Los Angeles, at a meeting of 
he life underwriters association of that 
a. He showed how life insurance 
men can use the law as a new argu- 
ment for probation. Mr. Cheroske’s 
spec ch follows: 

“Here in California, along with this 
matter of property, of course, naturally 
comes the question of what share the 
wife shall have in the property of the 
husband. Slowly but surely the rights 
of the woman of the family have been 
recognized. And so we have the com- 


munity property law. The com- 
mon property law is_ simply that 
the property ot the community 
belongs equally to the husband and 
the wife. Now, up to this time the 


husband has had and still has the con- 
trol of the community property, but the 
women of this state have been fighting 
for a law which would enable them to 
have some share in the property in the 
event of their death. The last legisla- 
ture passed a law which gives to the 
wife the right to will away one-half 
of the property of the community; that 
is, one-half of the property that was 
accumulated by the man and the wife 
during the course of the marriage re- 
lation. 
Gives Salesmen New Talking Point 


“Now, where does the life insurance 
man enter into this proposition? Just 
as the inheritance tax enactment gave 
life insurance salesmen the _ greatest 
talking points life insurance has ever 
had, so the community property law 
is giving to the life insurance world a 
great talking point. It gives you folks 
one more argument why life insurance 
should be carried. I can illustrate this 
best by the law of partnership. 

“Under the law if A and B are part- 
ners and A_ dies, the partnership must 
be wound up. In other words, the as- 
sets must be sold and the property di- 
vided between partner and the widow 
of the deceased partner. 

Use of Partnership Insurance 

“Now you life insurance people have 
an effective talking point in that if A 
ind B are in partnership the thing they 
should do in order to protect the part- 


ership business and the families as 
well is for A and BT to enter into an 
agreement to insure the "orws of A and 
f partnership is 
ership pay th 





Trance and h: 
n case A shot ild 
lieu of the Ps 
- a cert uin share 
nds uld th er 


by sell to the surviving partner the de- 


ceased partner's interest in that busi- 
ness, thereby saving the partnership and 

“vg care of A’s widow at the time of 
A’s death. 


“Now in the matter of husband and 
















Four Reasons Why 


| 


Lincoln National Life Agents 
Get the Business 


(1) Lincoln National Life agents are carefully 
selected. They must measure up to the service 
ideals of the Company because Lincoln National 
Life executives realize the importance of each man 
in carrying out the Lincoln National Life service 
program. 


(2) Lincoln National Life agents are trained. 
They are given a thorough educational course 
which starts when their contract goes into effect. 


(3) Lincoln National Life agents get the direct 
assistance of competent men in the field. 


(4) Lincoln National Life agents are backed by 
telling Home Office co-operation. They know 
that their efhcient Home Office organization 1s 
right on the job with them all the time in its 
eagerness to serve. 


These are four good business reasons why it pays to 





(LINK up) Swit THE |’ LINCOLN) 


The 


Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character”’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $295,000,000 in Force 


























wife, at this time the law has really 
made them partners in the matter of 
the community property in the event of 
the decease of either of the spouses. It 
is necessary, therefore, whether they 
want to or not, for men to take their 
wives into their confidence. Should A’s 
wife die tonight, A might wake up in 
the morning and find that she had left 
a will willing away one-half of the 
community property. It might even 
ruin him. That was one of the argu- 
ments against the law. It is up to A, 
the husband, to go to his wife and say: 
Now, Mary, you know the community 
property law gives you the right to 
will away half of our property. If you 
have anybody in mind that you want to 
will something to (and generally it is 
either a father or mother or children or 
some favorite charity or church) tell me 
about it. I am worth $50,000 and you 
can will away $25,000 of that property. 

Will Make Other 


“Now, if you will tell me about it and 
tell me what you would like to have 
done in the event of your death, I will 
try to make some other provision for 
it. And many times it would be abso- 
lutely necessary for the husband to 
make some provision for it. For in- 
stance, his property may be in real es- 
tate still unpaid for and he may have 
to sacrifice it in order to pay her be- 


Provision 





guests. Or, it may be in a going busi- 
ness that would be ruined by the sale 
of it. It may be in other assets that 
would be injured by forced sale in order 
to pay legacies that the wife made in 
her will. 

Can Provide Life Insurance 


“So, you life insurance people can do 
this: You can say to A—If your wife 
insists or wants to take care, in the event 
of her death, of some relative or some 
charity, you can provide for that by 
having her life insured in the amount 
of money that she would naturally be 
entitled to in the event of her death, 
and have that insurance made payable 
to the person she would want to leave 
some money to, or whatever the case 
may be, and in consideration of that 
insurance have her waive and release to 
you her right to will away her one- 
half share of the property that belongs 
to both of you. 

Need for Preparation 


“There is not one thing that you life 
insuranace men and women need to 
apologize for except it be a lack of in- 
telligence in either under-selling or over- 
selling, or in not selling the right kind 
of insurance to your prospect. I be- 
lieve the time is coming when no man 
or woman can enter the field of life 
insurance salesmanship without having 
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some preparation for the purpose. You 
cannot write insurance intelligently or 
honestly without knowing considerable 
about the subject. If it were possible 
for you by your energies to turn to life 
insurance in this community the mil- 
lions of dollars that are being wasted in 
fake stock sales and other schemes, if 
it were possible to intelligently convert 
that waste into intelligently written life 
insurance, you would make this com- 
munity as happy a community as there 
is anywhere on the face of the earth.” 


Kentucky Being Organized 

The Federal Union Life of Cincinnati 
which heretofore has not made an ag- 
gressive campaign for agents or busi- 
ness in other parts of Kentucky than 
the counties across the river from Cin- 
cinnati, has appointed James M. Bog- 
gess as director of agents for that state. 
He is a native of Kentucky and has a 
wide and favorable acquaintance. For 
the past several years he served as gen- 
eral agent in Cincinnati for the Reliance 
Life, but was anxious to return to his 
native soil, 

Offices have been established in No. 
316 Inter-Southern Bldg., Louisville. 
Plans are being developed to build up 
a state-wide organization for the Fed- 
eral Union. 
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General Agents Wanted 


Springfield, Peoria, Bloomington, LaSalle 


Terre Haute, Indianapolis, Kokomo, New 
Albany. 


Grand Rapids, Saint Joseph, Kalamazoo, 
Jackson, Flint, Saginaw. 
Cincinnati, Dayton, Cleveland, Toledo. 


Burlington, Des Moines, Sioux City. 


St. Louis, St. Joseph, Joplin, Springfield. 


A. O. HUGHES, Agency Director 


FARMERS NATIONAL LIFE 
INSURANCE COMPANY 


OF AMERICA 


Farmers National Life Bldg. 
3401 South Michigan Ave. 


Chicago, Illinois 
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MEET AT HOME OFFICE 


WESTERN & SOUTHERN RALLY 


Cincinnati Company Has 100 Superin- 
tendents from Eight States at 
Annual Convention 


One hundred superintendents of the 
Western & Southern Life gathered at 
the home office last Thursday, Friday 
and Saturday for their annual meeting. 
These superintendents were from eight 
states: Ohio, Indiana, Illinois, Pennsyl- 
vania, West Virginia, Michigan, Mis- 
souri and Kentucky. In 1923 the West- 


ern & Southern agency forces led by 
these superintendents produced $53,- 
000,000 of insurance—$20,000,000 ordi- 
nary and $33,000,000 industrial. The 


company now has $350,000,000 of insur- 
ance in force and 1,551,000 policyholders. 

The opening session Thursday was 
addressed by President W. J. Williams, 
Vice-President C. F. Williams and C. 
P. Johnson, also by Judge W. H. Lue- 
ders of the Hamilton probate court, a 
director of the company. On Friday 
Actuary S. E. Stillwell, Secretary J. F. 
Reuhlmann, Assistant Secretary H. T. 
Head and Dr. A. C. Jones were the 
speakers. Divisional meetings of the 
superintendents were held Friday after- 
noon. The convention was concluded 
by a banquet Saturday noon at which 
H. L. Conn, insurance commissioner of 


Ohio, was a guest of honor. 


Production Contest Winners 


During the convention the 
announced the winners of the produc- 
tion increase contest, one agency in 
each of the five divisions being recog 
nized. The five silver cups were pre- 
sented to C. E. Fedder of Elkhart, Ind., 
western ision; J. E. Nichol of Char- 
leston, W. Va., southern division; J. R. 
Gulley of Detroit, central division; E. 
W. Dilborn of Joliet, IL, no n di- 
vision, and QO. A. ! 
eastern division T 
nounced that it would 
cups again in 1924 to the 
the his 


fl ‘ 
possession ot the 


company 


company 
present 
leader of each 
cup will 
agency 
shows the most increase each 
month and that division which suc 
ceeds in getting the silver cup the most 
months of the year is declared the win- 
ner and retains the cup permanently, 
It was announced that an ordi- 
nary instructor would be appointed for 


se divisions silver 


be in the 


which 


also 


each of the five divisions. The names 
of two of these instructors have already 
| om > F fe 
been announced, FE. E. Eastwood and 
C. E. Rayborn, both of Cincinnati. 
President Williams acted as_ toast- 
master at the banquet. He is the 
founder of the company and its guid- 


ing spirit; all the speakers paid tribute 
to him as the man who has guided the 
company to wonderful Ar- 
thur I. Vorys of Columbus, whose 
sound judgment and wide experience in 
insurance affairs have been of great 
help to the management, is a director 
and always one of the speakers at the 


its success, 


banquet. His address was full of wis- 
dom and sound advice 

A. E. Anderson, president of the 
Business Men's Club of Cincinnati, 
spoke of the place of the Western & 
Southern in Cincinnati as one of its 
great business institutions. As a for- 


the Procter & 
Anderson is ac- 


mer vice-president of 
Gamble Company, Mr 
customed to dealing with large sales 
organizations and his address to the 
Western & Southern men went straight 
to the mark. He stressed the point that 
every representative is the company in 
his community. Harry L. Conn, super- 
intendent of insurance of Ohio, who is 
looming up as the strong and 
able insurance department heads, was 
down from Columbus and made an in 
spiring address on the progress of the 


one ot 


Western & Southern and insurance 
generally in the state 
[The company has set its mark at 


$420,000,000 of insurance in force by 


the end of 1924. 
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Hy | mssourr stares secon | Da ving One Debt and Creating Three 


erin- President Singleton Tells of Splendid 


Progress—Credits Branch Offices C™Saa,_ SS L_ DY" 


With Good Showing , 
— “The slender debt to Nature’s quickly paid; 


























> } lis “DK Oo he StocKnoIcders yf 2 oJ oe 
the in his report to the stockholders of | Discharged, perchance, with greater ease than made. 
d at 1c Missouri State Life on Tuesday, 
riday President M. E. Singleton reported the aoe S ts 
ting. biggest year’s business in the company’s 
eight history. New business of $155,449,488, ° . o 
a: Saeaite: mein. Gentes anal anion When a man dies he pays his debt to Nature; but, if he has con- 
Mis- in increase of $51,115,879: insurance in 7 P 
Vest: force, Dec. 31, 1923, $475,735,998, an in- siderable estate, by dying he creates at least three new debts. 
1 by crease of $90,156,253 over 1922; admit- 
$53,- ted assets $45,989,000 as compared with — . 
ordi- 9,600,000, a gain of more than $6,000,. This is no figure of speech, but the hardest kind of fact. The three 
1¢€ 710g, were among the igures shown 
nsur- Premium income for the year amounted | . , . 
ral Premium income for the year amounted |! new debts which a man creates, by dying, are: 
_ was 53,000 for 1922. 
1c President Singleton’s Comment 1. The Federal Estate Tax; 
Lue- At the meeting the officers and di- | T ° 
<2 Baga Boer 2. he State Inheritance Tax; 
riday President Singleton said in submitting = ° ° 
J. F. the report that the outstanding feature 3. The cost of administering his estate. 
= was the large amount of new business 
> the nd the large amount in force, The in- | 
the crease is principally due to the carry- 
after- ait den ainda abet Ghee min -3) . 
seat g out of the policy of establishing the | All these debts must be paid in cold cash—the The surest and safest way to provide for 
luded company in the metropolitan. centers. é ‘ 
— In 192 , 10 new branch offices were first two within a time limited by law, and with Post-mortem Debts is to provide i 
. opened in the important cities, in addi- severe penalties in case of default or delay. 
tion to the 19 already operating The | P “ ; y Post-mortem Cash Assets 
branch osfces produced 60 percent of | The proverb says: ‘*The man who dies pays A Life Insurance Policy, while a man is livin 
pany the total business in 1923 all debts,’’—but that is now a misleading proverb. , ale” & 
sdue- Figures of Departments : : is a contract; when he dies it becomes cash. For 
, Death instantly trebly mortgages every man’s ; 
‘y in ie tie eadiciiee Gaceieneet . dene the insured man, death creates assets as well as 
ecog- Bc a Pe ‘Me elgnasice SB | estate. The wise man does not incur unnecesary ; 
ne ince paid for, including restorations | ; debts. Therefore he may say as Calo said when 
pre and increases, amounted to $130,000,000, | debts nor those which he does not see a way to ER a ee ee immortality: 
Char- ee _e ay ig =“ at meet. But here are debts which come like a bolt ? F 
J. R. parte iclaiaaniinade seer Shere: : ' 
J. & mounted to $43 ,000,000, as_compart d from the blue. He has nothing to say about them. ‘‘My bane and antidote are both before 
n di- = ong — ae yee pcg a pee While he was alive and able to pay they did not aims a 
“ee vious year € group department, “ : ; . : r 
ro insurance paid for, including restora- exist. When he dies they come into being and 
silver ions, amounted to $25,000,000 as com- become a first lien upon his estate. 
each pared with $14,000,000 for the previous iat Emerson says: 
. wan vear; meses ee Dec. 31, Provision for these post-mortem debts is usually 
‘. mo, amountec 0 355,000,000 as against ° . . °° . . 
gency <aanniiehs & ae diden made—if made at all—by cash or liquid securities, ‘‘Wilt thou seal up the avenues of ill? 
each , 7 eu : . 
suc- Premium income in the accident and which are themselves a part of his estate and Pay every debt as if God wrote the bill.” 
healt lepartmer as $25 is com- | 2 ar : 
most al eee ae Senweer * ~ taxable. As these debts must be paid in cash and 
win- pered with $165,000 for 1922, a very de ‘ “pa i : : . . 
tly. cided and satisfactory increase, and an- speedily, even liquid securities may have to be Death will write the bill; see to it that Death 
ordi- other testimonial to the efficiency of sacrificed on a falling market. also provides for its payment. 
d for the branch offices, which wrote the 
lames bulk of this business. | 
— $24,000,000 in Substandard | 
an ‘ : 2 ‘ 
i Of the new. insurance paid for. ap For further details as to what these three debts would amount to in your 
toast- proximately $24, y Was substand- ~ ee 
the “rd and the amount of insurance of |] State and in your case, and therefore what cash your administrator will 
guid- this Class in torce at the end ot the year s 
bute was about $40,000,000, I] need, consult an agent of the New York Life Insurance Company. 
d the The company’s free surplus remained 
ii] pratiay constant mounting tos NEW YORK LIFE INSURANCE COMPANY 
whose 000 at the close of the year as com- 
ice in pared with $910,000 at the close of the | DARWIN P. KINGSLEY, President 
great previous vear. Dividends to stockhold- | 
rector ers paid during the year amounted to | 
it the $240,000. “We feel well satisfied in : i . 
wis- maintaining our surplus after paying | P. S.—If you don’t expect to leave a taxable estate, remember that a good life insurance policy CAN CREATE AS 
; dividends to stockholders and increas- WELL AS PROTECT AN ESTATE. Life Insurance, payable to named beneficiaries, up to $40,000, is not 
the ing our business 50 percent,” said Mr taxable by the Federal Government nor by any State—except one or two, If your chief asset is your 
aang singleton. | productive capacity (which death wipes out) life insurance is more important to you than to the rich man. 
n. ————— 
of its 
. for- Equitable’s Iowa Agents Meet 
er & The Iowa General Agents Associa- 


ales Peet medune Se Dee’ ames ‘ice || SECURITY LIFE INSURANCE CO. OF AMERICA 
raight pr seg: Ray yay present to hear |] 6. w. JOHNSON, President THE ROOKERY, CHICAGO 


¢ that Aldrich, vice presi- 


nv in — and A E W ilder, supervisor, The INSURANCE IN FORCE, JUNE 30, 1923 p . : ; $45,500,000 


John-Carter agency of Des Moines, 


ay led the Towa field; Davenport was | ADMITTED ASSETS aaa a 5,137,208 

¢ and sre ag alge Dg ore iaggnt Mpeg, SURPLUS PROTECTION TO POLICYHOLDERS ._. 422,185 

By business slightly below the $500,000 | PAID TO POLICYHOLDERS SINCE ORGANIZATION. 4,065,756 

Be Comal: tone suvunl seal FW Sikes | Good Openings in Sixteen States for Personal Producers, General Agents and Managers 
rk at \ ia eee dan sinnthine san caste Address: 





ce by ness in 1923, leading all other states, | S. W. Goss, Vice-President. 


they were told, | 
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President of Household eatin 


Tue head of a household can well be 
termed the president of the household cor- 
poration. He 
and looking after its welfare just as much 
as he In 
ways the household may occupy the major 


is administering its affairs 


a aoe , . ‘ 
is his business. fact in many 


part of his time. He attempts to safe- 
guard his business in every possible way 
from assault and _ depreciation. The 
president of a household corporation has 
a very solemn duty to perform. It is up 
to him to see that that corporation is 
made continuous. It should not disin- 
tegrate. It should be kept intact. The 


dependents are what might be termed the 
employes, his associates, look to him for 
guidance and support. 

There are businesses that are one man 
affairs. The man is the guiding hand 
and is the big factor in the success of the 
Men in that are 
worth while, that have outgrown the one 
man are to it that 
an with talent 
so that it can go on following the death 
ef the chief factor. His death of 


one 


business. businesses 


stage, careful to see 


organization is provided 


course 


Yet 
The 


insurance 


it does 


wise 


plays more or less havoc. 
not mean a body blow. 

poration takes out business 
the life of any man who is a tremendous 
factor insur- | 


cor- 
on 
in its existence. Business 
if credit is 

continued | 


ance has become an essential 
to be maintained, the activity 
and righted after the storm. 
So with the household corporation, 
death of the 


sterner blow 


the 
will even a 
the The 
provider removed may paralyze the hguse- 
hold. Therefore head 

household corporation arrange 
that the shock 
much as possible and the household inter- 
fered the 


head cause 


than in business. 


it is up to the 
to 
is absorbed as 


the so 


his affairs 
smallest possible extent. 
This can be done from a financial stand- 
through the of life 
ance. It is business insurance applied to 
the Household 
ance * more necessary than business pro-| 
tection So the head 
of the household has anyone dependent on | 
that 


with 


point medium insur- 


home. corporation insur- 


insurance. long as 


him it is his duty to sec person 


through to the end if he can 


More Group Prospects 


Group insurance was invented for a big 
business family where the 
possibly know all of his employees, where 
employees might work for years without 


boss could not 


ever getting acquainted with some people 


on the same payroll, where the personal 
relationships could not be so well fostered 
as they might if numbers were 
the group insurance 


corporations 


smaller. 
And most of early 
was bought by 

When the states took a 
regulation of group 
thought the minimum of fifty employees 
laws 


of size. 
hand 


insurance 


the 
one 


in 
no 
departmental rules and 
would ever exclude many employers who 


fixed by 


really wanted to give insurance to em- 
ployees. 
But last year saw an _ unprecedented 


number of small cases written. In many 
number of protected work- 
was just the minimum, 


Events seem to be proving that there is 


instances the 


ers over 


length of his 
with a smal 


insurance a 


the 
business man 


employer's heart and 


The 


recognizes 


payroll. 


force in group 


for his 
workers in a He 
not want his employees to get the 
pression that he is trying to get away with | 


means of expressing his regard 


substantial way. does 


im- 


empty words. He buys their services with 
wages and expresses his appreciation with | 
extras, of which free life insurance is 


coming to be one of the most common. 
1924 will see more of these small group | 
did 1923. There 


group deals which get oa to 


policies sold than 
be 
front pages of even the biggest news 
of but these not 
interest sut what does 
number of 


even 
will big 
the 
course, do 


papers, espe- 


agents. in- 
is that the 


increased 


cially 


terest them group 


prospects has materially and 


that the average producer can occasionally 
get a group application just as he can now 


and then close a big business or inheri- 


tance tax case. 


Raising the Standard of Service 


little relatively between the size of an 

Ir 1s the duty of every life insurance 
agent to gradually raise his standard in 
the community. He enters the life insur- 
ance field perhaps having but meager 


knowledge of the business and its applica- 
tion to individual lives. With experience 
should come an increasing desire to plan 
for one’s clients in a very practical way. 

The life should be 
to analyze a client’s affairs so that his life 
fit his 


insurance man able 


insurance will in accurately with 


program. The man who is able to make 
this analysis must have more than life 
insurance knowledge. His mind should 


be enriched by contact with men in other 


lines of business. He should be able to see 
even more than the man 

planning. He should have 
reviewing the client’s life, catch his aspir- 
ation, appreciate what he is trying to do 
and so shape up a plan so far as insur- 
ance is concerned that will enable him to 
carry through successfully. 


for whom he is 
the faculty ol 


Clifford Ireland, director of trade and 
commerce in Illinois, is giving personal 
supervision to the insurance depart- 
ment. Mr. Ireland has a number of de- 
partments under his superv ision, but the 
major part of his time is now being 
given to insurance supervision. Mr. 
Ireland was formerly president of the 
Western Live Stock Insurance Com- 
pany of Peoria. He has been affiliated 
with insurance in many ways and is well 
informed on the subject. He finds the 
insurance department more congenial 
than any other branch in his division. 
Mr. Ireland is assuming personal re- 
sponsibility for the activities of the de- 
partment. He is a man who has had 
wide experience in business. He is a 
former congressman from Peoria and 
had a good record while in Washing- 


ton. Personally he is a most likable 
individual. 

T. M. Simmons, who has been ap- 
pointed assistant superintendent of 
agents of the Pan-American Life, and 
put in charge of the health and acci- 


dent department, 


ident and General Manager E. G. Sim- 
mons. T. M. Simmons or “Ted” he 
is known to everybody in the Pan- 
American Life, is a young man who 
has come rapidly to the front. For the 


charge of the 
sales planning department 
put him in intimate touch 
with the Pan-American field organiza- 
tion. It was the very fine and intelli- 
gent work he did in helping the agents 
to secure leads for insurance that was 
at least partly responsible for President 
Ellis of the company promoting 
Another son of Dr. Simmons, who was 
an official in the company, has 
vice-president of the American 


last year he has been in 
company’s 


which has 


Service 
othce at 


Bureau, opening an executive 
New Orleans. The two Simmons boys 
have much of the stock of the old man 


and are forging ahead in splendid 


W. W. Willis, the newly appointed 
Chicago branch manager for the Con- 
necticut General Life, will open his new 


offices in the Illinois Merchants Bank 
building next Monday morning. T he 
Connecticut General has taken half of 


the 20th floor in this new building, the 
Aetna Life having recently occupied 
the other half with its new consolidated 
Chicago branch. Mr. Willis will inaug- 
urate an extensive expansion program 
in the new 
ning to put the Connecticut General on 
the map in that city. He has made an 
excellent record in his seven years’ life 
insurance experience, having been ap- 
pointed a state manager by the Travel- 


ers after only one and one-half years in 
the business. He started in Chicago as 
an agent seven years ago, after nine 
vears’ experience in banking in south- 
ern Indiana. He was first transferred 
to Atlanta as Georgia manager and 
later to Indianapolis as Indiana man- 
ger, going from that post to the Chi- 


cago branch of the Connecticut General. 


of Springfield, IIl., 


E. H. Redlich, 


is a son of Vice-Pres- | 





| 
| 


| president 


him. | 


| ton 
hecome | 


shape. 


| to 


branch office and is plan- | 





long one of the star prod icers for the 
Franklin Life, is relieved of the neces- 
sity of announcing himself when he 
makes a call nowadays. He has a fin 
new overcoat which does that for him 
most effectively and which gives him 
the effect of an Italian sunset wherever | 
he goes. It is an expensive coat and 
if money talks, this coat shouts Mr. 
Redlich wrote $505,500 on 126 lives dur- 
ing 1923 and was second on the com 
pany list of leaders 

Church Brotten, formerly chief dep- 
uty auditor of Ohio, was elected secre- 
tary of the Federal Union of Cincinnati 
at the meeting of the board of directors 
this week. Mr. Brotten, who was a very 
popular official, had been with the state 
tor the past five years. He is well ac- 
quainted with insurance matters and | 
brings to the Federal Union the field 





CHURCH BROTTEN 


man’s point of view through contact 
with the county examiners and agents. 
Mr. Brotten fills the vacancy leit by 
Carl Slough, former secretary of the 
company who left last February. 


sec- 
Wil- 
vice- 
with 
his 
Ful- 
Mr. 


won 


James A. Fulton, former 
retary of the Continental 
mington, Del., has been elected 
of that company and, 
Philip Burnet, will give 
to agency matters. Mr. 
has been an invaluable aid to 
Burnet and seems to have fairly 
his spurs. 


agency 
Life of 


President 
attention 


hustling general 
Mo., tor the In- 
Louis, has set 
high, promising 
come through 


Jack Keenan, thie 
agent at Kansas City, 
ternational Life of St. 
his mark for 1924 very 
Secretary Grantges 
with $5,000,000 from his organization, 
including $2,000,000 in personal busi- 
ness. Prior to sending in his estimate 
the home office, Jack made a can- 
vass of his own organization to see 
what the boys would promise him, so 
if he can land $2,000,000 personally, the 
Keenan agency should attain its $5,000,- 
000 mark for 1924 


to 


E. C. Budlong, vice-president of the 
Federal Life. has now moved to Chi- 
cago from Des Moines. Mr. Budlong 
has been vice-president of the Bankers 
Accident of Des Moines, the business 

which has been merged with that 
of the Federal Life of Chicago. In the 
future Mr. Budlong will serve as vice- 
president and manager of the health 
and accident department of the Federal 
with headquarters at the home office in 


of 


Chicago. Mr. Budlong is also presi- 
dent of the Health & Accident Under 
writers conference. 


C. J. McCary, Chicago general agent 
for the Penn Mutual Life, will leave 
Feb. 1 for a two months’ vacation at 
Palm Beach, Fla. Mr. McCary has not 
been in good health for some time and 
is taking the next two months to recu 
perate fully. In spite of his ill health, 
Mr. McCarv closed 1923 with an in 
crease in new business of 75 percent, as 
compar red wit h 1922. 

Mrs. L. F. Beymer, who has en 
emploved in the office of Thomas W 
Blackburn of Omaha, secretary of the 
American Life Convention, since 1907 
has been chosen assistant secretary. 
Mrs. Beymer is a most competent 
woman. 

Thomas W. Blackburn of Omaha 
secretary of the American Life Con- 
vention, accompanied by Mrs. Black- 





1924 January 17, 1924 LIFE INSURANCE EDITION 15 

















burn, is in Philadelphia this week at- | Life of New York. F. F. Loomis, Jr., is} 
tending a meeting of the executive com- | general agent of the Central Life ot 
mittee of the American Bar Association | Illinois, with offices at 764 Peoples Gas 
of which he is a member. Mr. and | building, Chicago. 

Mrs. Blackburn leave on the “Empress ome e . e 

of Britain” irom New York next Tues- E. M. Ackerman, who has been editor atis In Service 
day for a month’s cruise in the West | of the insurance department of the Chi- Y g 

Indies. They will return to Omaha | cago Journal of Commerce, has been ap- 
about March 1. pointed associate Editor of the Insurance 


Post of Chicago, assisting Thomas R . . 
cla tie belsenen sonueae ". The MUTUAL BENEFIT LIFE writes policy 


ucceeds 


Dr. T. H. Law, father of President W. 


4 : V. McKian, who has been appointed in ° 
A. Law, of the enn Mutual Life died | scrance editor of the Chicago Journal of | Contracts that meet the needs of the people; assists 


Commerce. 


the age of 85. Dr. Law was a prominent . ° . h ; d i 
Presbyterian clergyman in the southern _— eet ialitintiad. te its agents In presenting these contracts; an gives 


district and was stated clerk of the aaa Nolle: Re Bestnahie t P ‘ —_* 
general assembly from 1910 to 1922. PECNSCRS NSNER GF Ne Renae fe to policyholders a service that satisfies. 
of Iowa, has been elected vice-president 
= of the Des Moines Chamber of Com- 


Mrs. Bertha M. McMullen, wife of | merce, the first woman vice-president 
Frank E. McMullen, manager of the | and a recognition of the women’s de- 


southern California agency at Los An- | partment of the Chamber. 
geles of the Massachusetts Mutual Life, -- THE MUTUAL BENEFIT LIFE 


died at her home in that city Jan. 1. Frank H. Hardison, who for 12 years 
She had been in poor health for some | was Massachusetts insurance commis- INSURANCE COMPANY 


time but her death, which resulted from | sioner, has joined Babson’s organiza- 





heart failure, was sudden and unex- | tion of Wellesley Hills, Mass. Since Organized 1845 
pected. Mr. McMullen is nationally | his retirement in 1919 he has been con- 

known in the field of life underwriting, sulting actuary ior the Liberty Mutual Newark, N. zz 
having served as president of the Na- | of Boston. He will act as insurance 


tional Asociation several years ago, and | counsellor for Babson. His duties will 
being prominently connected with the | be to give advice on insurance matters 

- 7 ; 5 7 - . ALWAYS PURELY MUTUAL 
work of both the local and national | to clients who take the Babson service. 
associations, 



























































ntact — Robert W. Moore, as of Moore & 
rents. Frank F. Loomis, Sr., insurance editor | Summers, general agents of the home 
t by of the Chicago Evening Post, has two | office agency of the New England Mu 
: rez aan ‘ is. | tu fe s be seriously ill, He 
, the eal imsurance sons. Jo. G. Loomis, tual Liie, ha been eriousiy ii, € ti | 
well known athlete, who was formerly | was successfully operated on for a seri- merican a 1ona nsurance ompany 
the Chicago manager of the Indianapolis | ous abscess near the kidney during the OF GALVESTON, TEXAS 
Life, is now connected with the Mutual | holidays. W. L. MOODY, JR., SHEARN MOODY, W. J. SHAW, 
sec- President Vice- President 
Wil- FINANCIAL STATEMENT JUNE 30, 1923 
vice- 
with LIFE AGENCY CHANGES ASSETS LIABILITIES 
> his Real Estate Owned......... $ 029,947.77 Net Reserve (American Ex- 
= —______ : _ Mortgage Loans (First Lien). 6,766,840.71 perience 8 & 8% Per Cent)$12,877,488.00 
ul- ™ Collateral Loans ........... 25,000.00 Special and Contingent Re- 
Mr. AETNA LIFE’S APPOINTMENTS | WILKERSON GOES TO DENVER Loans made to Policyholders ro. A ghee RNA eA IEA 922.670.07 
won ee i a cre gh eee eee ry. 
Ge aovedccterveaucacdas 1,572,897.10 maperese a Pee Losses _— 
New Life Managers Are Named in | Boise City General Agent of the Mutual Bonds ..-.--.eeseeceesreess 4,776,810.68 - roe © justment. 168,647.00 
. . . Cee Ge Tee. nccocseccece 1,881,623.46 Reserve for Taxes, Etc..... 40,740.88 
' Florida, Southeastern Ohio and Benefit Life Is Promoted to Certificates of Deposit (De- Unearned Interest and Pre- 
nera . ; DD: Sctsdeandenansanes 80,188.91 MEE coseasedacanessses 111,298.19 
e In- at Toronto, Ont. Important Point Interest Due and Accrued... 843,389.07 Miscellaneous ‘Liabilities... 21,806.28 
s set _—_—_— — . Deferred and Uncollected Capital Stock. .1,000,000.00 
BR sexe . > ’ “ ° Surplus ..... . 1,428 ,629.21 
ising Charles F. Henry has been appointed | _ W. R. Wilkerson, general agent of the| |] Premiume (Lew Load: 9. 4, Surplus, «j.-. 1ape.sgnas 
ough manager of the newly established life Mutual Benefit Lite at Boise City, Bee’ from. Other Companies. Surplus Security to Policy- 
ition, agency of the Actna Life, covering Idaho, has been made general agent ee T.. acuseauesanes 22,000.00 NE i it oe ele 2,704,249.91 
. é + - 20. z . > ) ompan H Jenver ‘ oO 15,680,488.67 
busi- southeastern Ohio, at Marietta, O. He | of the company at Denver, Colo., t eet AMS éccscsdcecesd $15,630,428.57 Total Liabilities ......... $15,680,428.67 
mate started with the Aetna Life about 10 | succeed G. A. Newkirk, who resigned 
can- years ago as an agent. some months ago. Mr. Wilkerson is GAINS MADE DURING SIX MONTHS ENDING JUNE 2%, 1923 
. see Arthur G. Derr is the new manager |@ southern man who represented the Increase in Insurance in Force..............seessceeseesseenes $18,614,703.00 
. <£ , Mar . | compam n Texas at the gime the Increase in Admitted Assets. ...... 0.6.0 :scccecccseseeessnees 1,333, 805.00 
> oo of the Aetna Life for Florida. He pt eee la 7 ; ny #3 Increase in Surplus Security to Policyhalders eeevecercesceces 148, 425.00 
, the started with the company in 1912 at | Robertson law passed. At that. time 
000.- Pittsbureh and for the last ten years | he was a school man, but devoted part | || LIFE INSURANCE SURPLUS SECURITY ADMITTED ASSETS PREMIUM INCOME 
hihi on tien Ge a tie toning hoe of bis time to selling tecurance. ‘ate: IN FORCE To Policyholders $15, 630,428.00 First Six Monthe 1923 
las Deen one of the leading producers. | | : leah oe aoe $200,072,499.00 $2,704,240.00 $3,279, 438.00 
He has been general agent for Erie and | he went to Idaho, and represented the 
; Warren counties, Pa., spending only Mutual Benefit Then he sold insur Operates in 21 States and the Republic of Cuba 
he , PP age “a ser ~ lamen ben » Nerthweant ; i . . . a 
‘Chi part of his time in that territory. Inas- | tl ce for the Northwestern Mutual in Total Paid Policyholders Since Organization, $13,413,479.33 
ae much as he is appointed to take the | te State, but later was appointed 
llong new position his agency at Erie has | general agent of the Mutual Benefit at; —= 
— been discontinued. The Florida agency | Boise City. —— —— ———_— 
iness . i | —— 
under Mr. Derr is the first one which | ; 
that th ; eneniee has ever established in | GUARDIAN LIFE’S CHANGES 
Pa that state. He will have his office in | — Penn Mutual Progress 
ealth the Graham building at Jacksonville. | O. E. Stewart of Savannah, Ga., is Pro- 
deral Douglas J. Johnston becomes mana-| moted to Position of Agency Man- in 1923 
° ger of the Aetna Life at Toronto, Ont. | ¢ Bieninat Al 
was hy He started at Brantford, with the Im- age @ TRUNEHAM, a. a 
ae ea perial Life of Canada. In 1910 he went anne 
io Winnipeg so 2 tat Game agent — A. B. Curtis has yh me d as agency The largest paid-for new business in our history 
the company, later was appointed in- | manager of the Guardian Life of New selects - ne eed line! 
spector and then inspector for that York at Birmingham, Ala., and will bar ogee of conservation system, with correspondingly 
gent agency. On July 1, 1915, he became | give all his time to personal produc satistying results , ° ; ' 
leave manager of the Aetna Life at Winni- tion. O. E. Stewart, for five years Initiation of instructive and inspiring Regional Conventions. 
mn at peg The agency produces $2,500,000 | manager at Savant ah, Ga., will succeed New and salable forms of Income contracts. 
oe lo | him H. C. Anderson has been ap New equipment of up-to-date advertising literature 
and neiger Rai | pointed manager at Savannah Prior rl ee y magazines cach month 
| 1 t first-class agen agaz s caci onth, 
recu- G. E. Hanson | to entering life insurance he was vice- sere , 
-alth, ™ " . } i president of the American Bank & Close and effective Home Office co-operation, 
1 in G. E. Hanson has been appointe “| Trust Company of that city He has 1 still better Company for capable representatives. 
it, as general agent for the Mutual Benefit at | no¢ heen in the business for a long time 
> B ittle Cree k, Mich. Mr. Hanson has but sl ain creat pron ise = 
heen the company’s general agent for | 4 L. Tschannen. for eight vears a The Penn Mutual 
lortl kota, with headqu: rs at | “ee ee eae i P . 
ieee ~. th ~ . with he ee - member of the St. Louis agency, resid- Life Insurance Company 
argo. NO successor has been named | ing at Highland, Ill, has been n _ , : 
- > : for the Fargo office as yet. manager at Milwaukee. Elmer Tsch: I hiladelphia, Pa. 
ome - a nen succeeds his brother at High ad Organized 1847 
tary. | Fred M. Walker 
etent Fred M. Walker has been appointed | E. P. Rose 
strict agent for the Provident Mutua ; aA Ss * 
Life at Springfield I "wee I tae s E. P. Rose of Fairview, O., is going “ 
_ : ee a 2 . 5 “eantan o hecome connecte One inch, one time 
cia agen y has — operating on a De- al ” am, . t be c “= ‘ oo a WANT ADS Gan Giese oe $3.75 
pas atur, ut it will now ive eadquar- with Seator : , district lan- . ' : 
Con- ters at Springfield, covering 33 sur- | agers of Life of New NATIONAL UNDERWRITER, 1362 Insurance Exchange, Chi © ‘go, Illinoia 














lack- rounding counties | York. He has spent the last six months - 











office, 


in New York City at the head 
insur- 


is taking a special course in life 
ance work, 


M. M. Robin 


Morris M. Robin, for the past three 
and half years with the San Francisco 
office of the Fidelity Mutual and pre- 
vious to that assistant manager for the 
Metropolitan at Wichita, Kan., has been 
appointed district manager at Stockton, 
Cal., for the West Coast Life in charge 
of San Joaquin and Alpine counties. 


Julius Bohm and I. K. Schwartz 


Julius Bohm formerly general agent 
for the International Life of St. Louis 
at Newark, N. J., has been appointed 
inspector of agencies for the eastern 
division with headquarters in Newark. 
He is planning to shortly open new gen- 
eral agencies in Pittsburgh, Pa., and 
Philadelphia and will later turn his at- 
tention to other eastern states. 

I. K. Schwartz has succeeded Mr. 
Bohm as general agent for Newark and 
will maintain offices in Newark. Mr. 
Schwartz is considered one of the out- 
standing insurance men in New Jersey. 
He is a graduate of Columbia College 
and later taught high school in Newark. 
His first insurance experience was with 
the Metropolitan Life and after serving 
his time as an agent was made assistant 
superintendent. He then entered the 
ordinary life field and during 1923 wrote 
$880,000 personal business. He _ will 
have charge of New Jersey for the In- 
ternational. 


H. J. Feuling 


H. J. Feuling, who has been acting 
as assistant district manager for the 
Equitable Life of New York at Aber 
deen, S.‘D., has been appointed man- 
ager of the northern Minnesota dféstrict 
for the company, with headquarters at 
Crookston. His territory will embrace 
ten counties of northern Minnesota. 
Mr. Feuling will be succeeded at Aber 
deen by D, J. Hogan, who will become 
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assistant manager to F. E. Sexton. B. 
J. Blue, also of the Aberdeen office, 
has been appointed assistant manager at 
Rochester, Minn. 


Phil Sitrick 
Philip Sitrick has been appointed dis- 
trict manager for the Lincoln National 


Life at Davenport, la. Mr. Sitrick has 
been in the field less than a year, but 


in his eleven months work as special 
agent for the Lincoln National Life he 
has demonstrated his ability as a dis- 


trict manager and personal producer. 


A. J. Albers and D. S. Day 


August J. Albers has resigned 
general agent for the Northwestern Mu- 
tual Life at Fremont, Neb., and Deloss 
S. Day, who has been associated with 
Mr. Albers for three years, has been 
appointed general agent to succeed him. 
Mr. Albers has been prominent among 
Nebraska life underwriters f more 


as 


lor 
than 20 years, his entire 20 years’ serv- 
ice having been with the Northwestern 
Mutual Life. Mr. Day, who has been 
in Fremont for 12 years, has spent his 
entire business life in life inurance. 


J. M. Lemonds 
J. M. Lemonds has been appointed 
manager of the Equitable Life of New 
York at Sioux Falls, S. D. Mr. Le- 
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monds has been with the Northwestern | 


Mutual in this territory for about 14 


years. Frank E. Carpenter, who has 
been with the Equitable for the past 
five years, will devote his entire time | 


to field work. 


D. J. Harrison and W. L. Rogers 


Daniel J. Harrison has resigned as 
branch manager at Richmond, Va. for 
the Acacia Mutual Life and has been 
succeeded by W. L. Rogers who was 
transferred from the home office. Mr. 
Harrison plans to devote his time ex- 
clusively to field work for the company, 
working out of the Richmond office. He 


served as branch manager for three 
years prior to resigning. The Richmond 
office controls the territory in the cen- 
tral portion ot the state. 


W. L. Albright 


W. L. Albright, who has been in 
Kokomo, Ind., with the Aetna Life for 
the past 18 months, has left for Terra 


Haute, where he will open an agency 








for the Central Life. 
R. F. Poynor 
R. F. Poynor of Waco, Tex., has 


been appointed state agent for Texas of 
the Peoria Life with headquarters at 
Waco. Mr. Poynor was formerly agency 
director of the Southern Union Life 
of Waco, and is a brother of Tom 
Poynor, vice-president and agency man- 
ager of that company. He succeeds D. 
C. Reeves as state agent. His Texas 
quota for 1924 is $1,000,000, 


Old Line Life Changes 


Rupert F. Fry, president of the Old 
Line Life of Milwaukee, has announced 
the appointment of four general agents 
to handle the business of the comany 
in several of the states recently added 
to the territory of the Old Line Life. 
The new general agents and their head- 
quarters are: Charles B. DeMille, Hal- 
ler building, Seattle Wash.; Claude M. 
Davis, Merchants’ National Bank build- 


ing, Los Angeles, Cal.; B. F, Myers, 

Milam Street, Houston, Tex.: and 

George C. Christofersen, 343 Washing- 
ton Street, St. Paul, Minn. 
Paul F. Kelly 

The Mutual Life of New York an- 

nounces the appointment of Paul F. 

Kelly as agency supervisor for lowa 


and Illinois territory surrounding Clin- 
ton, la, He will establish a large 
agency there. An increase in the sales 
force and development of this territory 
are features of the proposed extension ! 





under the agency office 


January 17, 1924 


Ralph G. Coates 

The Federal Union Life, in further 
development of its policy of expansion 
throughout the territory in which it is 


licensed to transact business, has re- 
cently appointed Ralph G. Coates as 
general agent at Erie, Pa. 
Frank Wilbur and J. W. Shevlin 
The North American National Life 


of Omaha, has been licensed to transact 
business in Oregon. Frank Wilbur of 
Chicago and J. W. Shevlin of Cheyenne, 
Wyo., have been appointed general 
agents for the company for Oregon, 
Washington, and Idaho, and will estab- 
iish headquarters at Portland, Ore. 


Franklin Life Appointments 

E. B. Osdell, formerly of the Travel- 
ers at St. Paul, Minn., will be manager 
of the Franklin Life of Illinois for Kan- 
sas City, Mo., and adjoining territory in 
future. Mr. Osdell formerly lived in 
Kansas City and being well and favor- 
ably known in that town, is expected 


to do a fine business for the Franklin 
without delay. 

Other important Franklin Life ap- 
pointments include A. P. Staudt of 
Akron, O., as state agent and L. F. 
Carey of Philadelphia, Pa., as manager. 
An important announcement for De- 
troit, Mich., is expected to be soon 
made. 

W. L. Rice 

William L. Rice, chairman of the 

membership committee of the Phila- 


delphia Association of Life Underwrit- 
ers, who directed the recent member- 
ship campaign which put the enrollment 
over the 1,000 mark, has been trans- 
ferred to Los Angeles by the Equitable 
of New York, for which he was Phila- 
delphia special agent 


Isak J. Dahle 
associated with 
the Equitable 


formerly 
of 


Isak J. Dahle 
the Milwaukee 


agency 








BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


Home Office: 
Assets 


Lincoln, Nebraska 


$23,200,000.00 





Lincoln, Nebraska. 


Gentlemen: Your agent, Mr. W. J. 
with me on my twenty pay life policy No. 13466, maturing today. 

My cash settlement of $3203.52 on a $2500.00 policy is surely a wonderful 
settlement and I want to tell everyone I can how well pleased I am with the 
results of this policy in your good company. 

The fact that I have carried this policy at an older age makes my cash 
settlement bigger, of course, on the same amount carried by a younger person, 
but the younger person carrying a policy has the same rate of earning I have 
had and can carry more insurance for the amount of premium I have pard. 

I want you to count me a booster not only for insurance on this plan, 
but for the Bankers Life of Lincoln. I have not found a company making as 
good settlements as your company. 

Very truly yours, 


Riverton, Nebr., Oct. 8, 1923. 
Bankers Life Insurance Company, 


WILLIAM H. HOBART. 


Schumacher has just made settlement 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 
of Lincoln, Nebraska 





Name of Insured 
Residence 








If interested, consult one of our agents or 


write Old Line Bankers Life Insurance Co. 


of Nebraska, 14th and 


Amount of policy 
Total premiums paid 


SETTLEMENT 


Total cash paid to Mr. Hobart 
and twenty years insurance for nothing 


William H. Hobart 
Riverton, Nebr. 
$2,500.00 
2,490.00 


$3,203.52 


N Streets, Lincoln, Neb. 
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Pages from Little Gem, 1924 Edition, Showing Dividends and Net Costs 


The Dividend Scales for the Year 1924 will show many increases. 


You will need the Little 


Gem as it gives more complete information on dividends than any other vest-pocket book 


DIVIDENDS ARE SHOWN FOR EIGHT AGES 


on Ordinary Life, 20 Payment Life, 


dowment. 
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1909 Policies 
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1923 4.: > 82 4 t 543.408 116 44;26. 37/44 31 
192 ‘ ov 4 28 42.87) 217.5 29/44 93 
1921 4.5 56 5 > 8442.32) 316 72/26.35/43.74 
1920 47 43 5.3324 16.4141 4 415 G4 31/42. 21 
1919 4 8615 28°5 6324.48 7.0141.14) 515.8 > OO 41 54 
1918 | 5.0015. 14 5 9524.17 7 6340.52 615 61'24.62)/40 90 
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1912 | 6 0114.13 8.1321 .9911 9336 221214 22 66/36 67 
1911 | 6 2113.93 8 .5421.58 12.7435. 41/13 14. 79)22. 28/35 84 
1910 | 6 4113.75, 8.982114 5934 1413.27/19 81/31 66) 
1909 6 6113.53 9 4220 7014 4 3 681513 .52'20 70/33. 68) 
22.85 32.87 48.83 

118. S88/28.85)44 74] 
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| sana DVIDENDS ced NEV OUST | HISTORY 
___ (Beginning January 1) __} $|_1909 Policies 
Year| Ord. Life |20 Pay. Life 20 Yr. End 10. L.)20 PLi20Y! 

\Div.] Net | Div. |Nec|Div.] Net} | Net | Net | Nes 
Ase 45: $37.08 $45.7 $54 22 37.08 45 7354.” 
1923 | 6.22.30. 50/6 $9 35) 6.454 4) 231 .41)40 02 
1922 | 6 30 | 6.8338.90| 7.0847.14) 232.72)41 
1921 | 6.9330. 15) 7.3138 .42) 7.6946 .53] 3.31 .96)4 
1920 | 7.30/29. 75] 7.8237 .91| 8.3345 sol 430.5 
1919 | 7.6929 39] 8.34.37 .39] 8.9945 23) S30 
918 | § 09.28.99] 8.89.36.84) 9.6744 55] 6 
917 | 8.5028. 5S] 9.4436. 2910.37 43.85 
916 | 8.9228. 1610.0235.71 11.0043 * 

5 7 





1910/]11 6025.4813.73" 
1909 /12 0625 0214 * 
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1922 | 7.7 
921 | 
1920 
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Note the fifteen 
year actual reo- 
ord. Dividends 
are deducted 
from premiums 
and “Net” is 
shown, so that 
a lower or high- 
er oremium in 
the Present Scale 
will not give an 
unfair .compari- 
son. 


The history justifies a good present eched- 
ule—it represents the company’s cumu- 
lative experience. 


New Dividend Schedules are shown in the Little 
(diem Life Chart for companies whose dividend 
sears do not begin until March, April, May, June, 
etc., although the Gem is issued in April. The 
new edition will show all increased schedules. 





Present 
Scale 


Actual 





THE TOTALS AND AVERAGES ARE SHOWN 
on the basis of the present schedule as well as 
Actual History. This exhibit is not made in any 
other vest-pocket book 
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Please reserve copies of the 1924 Little 
Gem Life Chart at my company club rate. The rate 
is determined by the number of orders. The quantity 
may be increased later, bul the order al this time in 
sures prioruy of delivery 
Name 
Company 
Addre SS 


City 


(Street) 























18 


THE NATIONAL UNDERWRITER 


January 17, 1924 














Provident Mutual 


Life Insurance Company 
of Philadelphia 


PENNSYLVANIA 
FOUNDED 1865 


The new policy contracts of the Provident 
Mutual make it easy for an agent to fit 
a policy to a definite need of his policy- 


holder. 


The policyholder also finds it easy to un- 
derstand that his particular purpose in 
taking the policy will be definitely car- 
ried out. 


These policies are thus admirably adapted 
to an Insurance Programme—for the pro- 
tection of the policyholder’s family or of 
his own old age, through income—for the | 
education of his children—for the protec- 
tion of his business or of his estate—for the | 
cancellation of a mortgage or other debts. 























“SAFE AS A GOVERNMENT BOND” 


The QHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT ~° MONTHLY. INCOME INSURANCE. 


Site LATEST POLICIES AND AGENCY CONTRACT Ait LaZ.\at 
Openings OHIO, IND., KY. MICH. and W. VA. Write Columbus | 











As An Agent—Ask Yourself 


Are you representing your company on a “name”—or on 
the sales opportunities it offers you? 
In these days it behooves every agent to dig beneath the 
surface and ask himself— 

“Could I get more business if I 

better sales cooperation?” 
Then consider what the Medical Life offers you. With the 
agency for this company you are in a position to write 
100% of your prospects. 
Our policies cover standard and sub-standard—also Child’s 
Endowment Insurance. 
Why work under a handicap? 





had 


Write for our agency plan. 


” 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’!l. Mgr. 


E. E. BROWN 


Agency Supervisor 


























Life of New York, has gone to Chicago | 


to be connected with the company there. 


R. B. Gill 


R. B. Gill of Columbia, S. C., 


has been | 


Life Agency Notes 
| oR, 


R. Spain has been placed in charge 
|of the life department of the Trusco 
Agency, which represents the Standard 


Life of St. Louis in Chicago. 
The Security Life of Toronto has ap- 














- ; i cot oe - +... | pointed Col. Hector Reid, formerly of 
appointed a at ial agent for the Fidelity Port ; Hope, Gut. ‘manager for ‘British 
Mutual Life by R. C, Bright, state man- | Columbia with headquarter at Van- 
ager. * couver. 

WESTERN & SOUTHERN NEWS |the life department has set a goal of 


Number of Promotions and Changes 
Are Announced by Company at 
Beginning of Year 


Kilman, Indian- 
Western & 
to manager 


Superintendent G. W. 
apolis west district of the 
Southern Life, is promoted 
at South Bend, Ind. 

Agent E. F. Garen is promoted to su- 
perintendent, Indianapolis west. 

Agent J. R. Mark is promoted to super- 
intendent, Indianapolis west. 

Agent H. C. Champlin is promoted to 
superintendent, Fort Wayne. 

Superintendent A, J. Mazure and staff 
and E. Labas and staff have been trans- 
ferred from the Calumet district to the 
Hammond, Ind., district. 

Manager J. W. Miller is transferred 
from the Gary to the Hammond district. 


Superintendent W. B. Lindsey is pro- 
moted to manager of the Gary district. 

Agent A. Van Deman promoted to su- 
perintendent at Hammond. 

Superintendent G. O. Lenfesty is pro- 
moted to manager of the Muncie, Ind., 
district. 

Superintendent H. FE. Fisher has been 
transferred from Wabash, Ind., to 


Middletown, Ohio. 

Agent A. G. Aiken promoted to super- 
intendent at Hamilton, O. 

Manager J. J. McCurdy has been trans- 
ferred from South Bend, Ind., to the De- 
troit No. 3 district. 

Superintendents Cambron, Kunkel, 
Downer and Madison have been trans- 
ferred from the Detroit No. 1 to the 
Detroit No. 3 district. 

J. J. Smith is appointed 
ent at Wabash, Ind. 

A district has been 
mond, Ind. with J. W. 

The Calumet, Ind., 
future will be known 
trict. W. B. Lindsey is 

A district has been created at Hamil- 
ton, Ohio, with H. C. Cramton, manager. 
This district is comprised of Hamilton 
and Middletown. 

A new district has been created in De- 
troit, Mich., to be known as the Detroit 
No. 3, located at 35th and Michigan 
avenue, 


superintend- 


at Ham- 
Miller, manager 
district in the 
as the Gary dis- 
manager. 


created 


Conservative Life Leaders 


The Conservative Life of South 
Ind., announces the following 
for last year in various items: 

Joint Results, Superintendent C. W. 
Wester, South Bend; Agent Anthony 
Weiss, East Chicago 

Net Placed Ordinary, Superintendent C. 


Bend, 
leaders 


W. Wester, South Bend; Agent Joseph 
Martin, South Bend. 

Ordinary Increase, Superintendent C 
W. Wester, South Bend; Agent Joseph 
Martin, South Bend. 

Monthly Increase, Superintendent Wm 
Bobrowski, East Chicago; Agent J. F 
Cerajewski, East Chicago. 

Collection Percent, Superintendent A. 


M. Kozlowski, Gary; Agent J. F. Cera- 
jewski, East Chicago 

Arrears Percent, Superintendent Wm. 
Bobrowski, East Chi Agents Louis 
Balogh, South Bend; Weiss, Z 
Kaminski and Mike East 


Chicago 


cago; 
Anthony 
Lipcovich, 


Provident Increases Railroad Business 


Since the first of the year contracts 
with nine southern railroads, protecting 
workers on those roads, have been signed 
by the Provident é & Accident of 


Chattanooga. This brings the total num- 
ber of railroads which cooperate with the 


Provident for the protection of their 
workers up to 66 in number, making the 
total mileage of such roads well over 
25,000. The Provident is carrying over 


into the New Year all of the impetus it 
obtained in 1923 when it enjoyed a 50 
percent increase in premium income. 
The older departments of the company 
are reporting splendid progress while 


nearly three times last year’s production. 


Staniland Back in Buffalo 
Frank C. Staniland, a 
falonian, has returned to that 


former Buf- 
city after 


several years’ absence, as manager of 
the Seneca district office of the Metro- 
politan Life with offices in the Ellicott 


Mr. Staniland, for the past sev- 
eral years, has been manager of a Metro- 
politan office in Brooklyn, J. A. Watchorn, 
who has been manager of the Seneca dis- 
trict, has been transferred to a manager- 
ship at Tarrytown, N. Y. 


Square. 


Bernstein Made Manager 


Metropolitan Life has promoted 
Max Bernstein of New Orleans from as- 
sistant manager to manager in charge 
of the new district just created in New 
Orleans, known the Tulane district. 
Mr. Bernstein joined the Metropolitan in 
June, 1917, as an agent. Four years later 
was promoted to manager. 


Public Savings ‘Sets 1924 Goal 


Public of 
net gain of about in- 
surance in force in 1923 retary 
Charles Folz says that the goal set for 
gain of $30,000,000. During the 


The 


as 


he assistant 


Th 
he 


Savings Indianapolis 


made a $20,000,000 
and Se 


1924 is a 





| tucky, 
| 


the company entered Ken- 
Ohio and Michigan and this was 
first venture the home state. 
In the offices already established in those 
states it has already built up substantial 
a steady healthy increase. 


past year 


outside 


the 


debits with 


The slogan adopted by the company 
for 1924 is “An Ordinary Every Week, 
|}an Industrial Every Day Means Bigger 
| Men for a Bigger Company.” This has 
appealed strongly to the spirit of the 


ling seven of the twelve months in 


men in all the staffs, 


Union Central Sales Meeting 

Representatives of the Union Central 
Life in General Agent A. R. Edmiston’s 
territory gathered in Lincoln, Neb., 
Jan. 11-12 to attend a get-together sales 
meeting. The following subjects were 
discussed: Company Policies, Prospects 
Developing Prospects; Fitting Policies 
to the Needs of the Assured, Monthly 
Income Insurance, Home Office Service, 


and Psychology as it Applies to the 
Sale of Life Insurance 

B. H. Ooley, field supervisor, rep- 
resented the home office Lectures on 
the topics named were given by Mr. 
Edmiston and Mr. Ooley. 

Friday evening Mr. Edmiston was 


the host at a delightful dinner given the 
visiting agents at the University Club 


Weems and Albritton Repeat 


E. S. Albritton of the Weems-Albrit- 
ton Agency of the Minnesota Mutual 
Life at Dallas, Tex., leads all agents of 
the company in paid-for-business for the 
calendar vear 1923, and is therefore con- 
vention president the vear 1924. 
Sam R. Weems of the same agency pro- 








duced the second largest volume of 
paid for business during the same period 
and wins the convention vice-presidency 
for 1924. For this accomplishment, Mr 
Albritton is entitled to trip to the 
National Life Underwriters’ Association 
convention at Los Angeles 1994 at 
the expense of the company, and Mr 
Weems is entitled to $50.00 check. 
These two men occupied tl me nos 
tions dur n¢e the last conve tion vea 
The Weems-Albritton Agen Ids 
second place in paid-for business 
1925 

The A oO. Eliason Minnesota state 
agencv of the Minnesota Mutual Life 
again leads in paid-for business for the 
vear just closed. The Eliason Agency 


led the field in examined business dur 


199°? 
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| LOCAL ASSOCIATIONS | 


harge 
rusco — 


idard , 
spa DALLAS HAS SALES CONGRESS 





S ap- 





ly of : ‘ | 
ritioh Bilheimer Led Two-Day Conference 
an- 


Staged by Association and Man- 
agers Jointly 


DALLAS, TEXAS, Jan. 15.—The| 


most enthusiastic and the best attended 
lite imsurance sales congress ever held 
al of in Dallas took place this week when the 
ction. annual meeting of the combined forces | 
ot the Nx rth lexas Associati n ol Lit | 
Underwriters and the Life Insurance | 
But- Manager’s Club of Dailas was held. | 
after More than 500 life insurance men from | 


or of Dallas and vicinity and all parts of Texas 
‘etro- ittended the two day’s congress which 


licott was teatured by peppy addresses on the 
sev- part ot W. E. Bilheimer, St. Louis gen- | 
letro- eral agent for the National Life, U.S. A., 
mere. who has | the reputation of “knowing 
ager- his stuff” and being able to sell lite 
insurance in any community. 
Mr. Bilheimer “shucked his coat, hung 
his collar and tie, rolled up his sleeves] 


and waded in.” He told the Dallas in 


surance salesmen and their “bosses” that 


n as- 
harge a list of prospects was the most damn- 
New ible thing in the insurance business and 
strict. that a real life insurance salesman would 
an in be insulted if he was expected to work | 
later with one. He defied any man to tell 
ager. him what conditions he would meet 
when he crossed the threshold of a pros- 
l pect, and swore the conditions there 
) 


ild determine the attitude the sales- 
1 would take. He said the man with 
st of prospects limited himseli to 25 


for to 50 names, when he might as well 


Ken- “t mponin hs 4 i ‘ f potas “¥ nsurance O 
se = - 
if they must have a list of prospects to I ( ; eo 











= 











ipolis wot 
oOo in- Wat 
etary a li 


; was 1 : . ‘ . . 1 : o 

state. take the city directory or telephone book 

those and go after them, since every man who 

intial has money enough to buy insurance and 

se. pay for it is a prospect. 

pany Mr. Bilheimer declared a man _ with IN D I AN APOI Is 
Veek, $1,000 insurance only has enough to get . 


ay el rid of carcass when h« dies, and if that E sta b ] is h e d ] 89 ) 


? th is all a man carries he should be kept 
a 

alive to keep his widow out of a hole 

He told the insurance men to get out 


vo cll congln co Rae nog eed Me HERBERT M. WOOLLEN 


itral well as their mpanyvy and themselves 
a 3 rad dex aa ot es PRESIDENT 


ston’s Speaking of the amo 











aiti haba ol 
Neb.., ince a man should carry, Mr. Bilheimer 
sales ! said no man is properly insured unless 
were he leaves his family properly protected 
nects gainst any emergency. He declared 
licies hie insurance is the replacement value 
nthly f a man’s earnine power to his wife 
rvice. nd famiiy, and until he is carrying that 
» the uch insurance the salesman should 
msider him a_ prospect d go after 
by He declared selli ig life imsura ce is 
Mr. lik selling u vthing else, “only a little 
. more so nd that the salesman must 
m he lert the proper ti and place 
Biysne for stepping in with his little Joke or e - 

. inging into action with his big guns 

lub He told the insurance men he would A Bi er O ortunit 
rather sell insurance than shoes, because 
he knows whet he 1s selling msurance 
Ibrit- he is doing something which will benetit 


ae a e * * HERE is a decided advantage in an policyholders will receive eminently fair 


its of 


r the  Tepeka, Kam.—At the dinner of the agency representation of the Inter-_ treatment. 





_ ka association oO Garvey : 

1924. cease mber. was the sp er and Southern Life. Not only are you equipped 

on ago, its growth in numbers and in infu- || with good policy contracts and liberal com- Just now, we have several very good general 
— nature of constructive criticiem. EE. B missions, but in addition you represent a agency opportunities in Illinois. We would 
Mr. poke ef the benefit the association was Clean, Strong and Progressive company. This like to hear from several men in that state 





» the t those who had recently engaged in h t th . th fi ld a 2 
tion the life business means much to the man in the held. who are prepared to put in their best efforts 
»4 at ee | . " > ° . F . 

Mr Detrolt, Mich—Plans for a cooperative|| That type of home office relationship gives in establishing themselves as worthwhile 


heck. advertising campaign as prepared by a | . . 
aaal local advertising agency were enthusi-|| you the assurance that everyone of your life insurance men. 
vear astically received at the regular January | 
rolde meeting of the Detroit association The | 

a ‘ advertising committee was given au- | 


camnaien which wil ve commenced ss |! Jter-Southern Life Insurance Company 











state 
“ep early as possible and necessitate an ex- | 

I ite - at AS 5.006 P 4 t . 

r the penditure of at least $5,000 during the |! JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 

rency paper advertisements will be used en- | 

dur tirely to convey to the public the aime | 

19° 








asvaeaa 
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| and ethics of the organization for the | Boland, Hutchinson & Christin, local 
i} | most part but talks on life insurance | counsel for the Association of Life In- 


I elie x. will also be interspersed in the cam- | surance Presidents. William J. Bevan 
ear 2 l on 0 1cles OW fl orce |} paign. The Detroit Life Managers Asso-| of the Wells Fargo Bank will dscuss 
ciation has also approved the move, |“Why the Bankers Are Interested in 








which it is believed will be remarkably | Life Insurance.” “How Life Insurance 
effective in establishing a more thorough | is being used to Protect Bond Issues,” 
Only four other life insurance companies understanding of the functions of life | by L. V. Belden, vice-president and man- 
in America have more policy contracts in mga ag — se a ae beset gta a ager of the bond department of the Bank 
force than this company. The following - «ill 1 foe me ‘y e , snes “ bh nat! of Italy How Optional Policy Se _ - 
Ps ° e rod ni € 0 a arger asso- me s YT Trust ‘ompany Ser ce May 
figures show its remarkable growth in the ments and Trust Company Servi fay 
l eee , ciation membership. Supplement Each Other, by Percy A. 
ast ten years: Frank Smith, vice president of the | wood, vice-president of the Union Trust 
First National Bank of Detroit, and John Company, and a representative of the 
Jan. 1,1913 Jan. 1, 1923 Yates of the Massachusetts Mutual out- | jocal office of Bradstreet will discuss 
DR ccsiarnsions $ 6,695,921 $ 34,017,031 eee See ene s of life Insurance aS | rhe Credit Bureau's Attitude Toward 
a cre Stabilize " 
Policies in Force... 432,711 1,403,546 =} | . ae Life Insurance.” ae 
Insurance in Force 61,484,358 296,840,278 | Hartford, Conn—Formation of local | ijtion announece that extensive plans 
| nec “ ions Oo es ") ‘ e ‘ e “ } Cclat ni announces Mal ‘ ie $1 ‘ dle is 
pane sly ; a ae ee are being made to entertain delegates to 
reaniza Oo was € oreca é re P ] le ‘ on 
Attractive opportunities open to competent agents in Ohio, Indiana, |annual meeting of the Connecticut Lif. ro shana “as conn r of - mq “ 
, , pe ee - ° ° * Ps . ° Associa oO! Oo ass iroueg san 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. Underwriters’ Association held in Hart- | prancisco next July en route to Los 


ford last week The matter was the 








> . “ Angeles It is xpected that several 
chief subject of discussion at the con- re — F 
5 rectors \ oO l OiNn i . . 2 
. board dir , wh will appoin * | ciation is determined that there shall 
W. J. WILLIAMS, President , 
— a a J a ~ city to have such a! coe odie ait in the City of the Golden Gate. 
*»> associatio approve ie ruling 
1e a lation approve e ruling’ o | * *x x 


W - 
4 ale thousand of the delegates will stop off 
The estern and Southern Life Insurance Co. clusion y on it was referred to oo | in San Francisco and the Northern Asso- 
CINCINNATI, OHIO committee, which, in turn, will select the not be a dull moment during their stay 
| Commissioner Dunham relative to the | 











Salt Lake City, Utah.—‘We are not in 
the insurance business ourselves, but we 


Fs agent must have a stated amount of 
agen . a — are anxious to do 


+ 


licensing of agents which provides that 





all we can to cooperate 
renewal The association, however, de- . a 
> : < pbs ape clients may 1 properly taken care of, 
|} said two prominent local trust company 
neeting and 


@ It looks as though we were following Gf qualification be a stated number of | !Mcheon of the Utah association. The 


cided to appoint a committee vo suggest 


| 4 : 

ns before ul ing r lie . 

| premiums before qualifyin for license with the insurance men so that our 
| 

|} to the commissioner that the ruling be 

| 


officials in effect at a 


I 
° | written policies |} topic was “The Relation of Life Insur- 
one best year with a best January—and | ‘The following officers were elected: | 2"C¢ to Trust Company Service.” | The 
. | President, Edward Doton of New Lon- ~ sagen gees - a a th pine ee in 
this, no matter the weather. | don; vice-president, Fred Keech of New | the Policy which placed the proceeds in 
| Haven: secretary-treasurer, James Benny ene aeads of orgs os . a re } page and 
of Hartford; chairman of the board, Fred a a se Bg Re r+ 
er allowance might be 


As has been observed at Battle Creek, pe ree imperative. ‘They did not wish to 
San Francisco, Cal.—The Northern As- “knock” the “2 " plan, however, they 


’ 
there S a reason. sociation of California Life Underwriters E. Cc. Kal f tl ia 
¢ .. a Oo le associa- 





: . sident I n 
j}are planning an interesting and instruc- t hed re —. A f 
. > - ion presided Severa matters o n- 
| tive meeting for Friday evening, Jan. 18, aoe : 
portance were discussed One was 


to be held at the Palace Hotel, San ° A 
. on . / membership drive in which everyone 
Francisco This meeting which is to : 





| take the place of the Annual Sales Con- | P™ mised to aon em me . oy 
is the elcome ( lelegwates te 1¢ 

: gress which the local association has | ¥*S —_ se to < eS 
Nati ry onal held for the past three years. will deal national convention as they pass through 
largely with the topic suggested by the | "€Te OM their way to Los Angeles in July. 

National Association for this month, od gs 

on mits > " . ° a ’ o— The ionthliyv 1eet- 

nen nceCompany “Life Insurance and Trust Company Serv- indianapelia, snd : | moe = : 
° ° ice.” Otto L. Zeus, assistant manager os le the aoe pein n “greg la ion, 
. —T ~ ; lich as to I”ve eeT ie! or satur- 

for the Travelers and member of the ex- | ¥™ — . : . . 

Home Office, Madison, Wis. d met ita ae oe ene waesees haamane of 


ecutive committee of the association has 
charge of arrangements and while the 
Some sweet day program has not yet been printed, the 
some wise Ohio lad following will give some idea of what 
is going to ask may be expected: “The California Com- 
us questions. munity Property Law in its relation to 
Life Insurance” by F. Eldred Boland of 
* |} the San Francisco law firm of Knight, 


the inability of the speaker, William B. 
Burruss of Kansas City, to be present’ 
Ss * 

Portland, Me.—City Manager Harry A, 
Brinkerhoff of Portland, Me., and presi 
dents, ca rs and other officers of 
Portiand banks and trust companies 
were guests of the Maine association at 
a dinner the past week at Portland, over 
100 being present The meeting was 
devoted to a discussion of the relation 
of life insurance to bank credits in the 
series of common interest meetings 
Alexander T. Laughlin spoke in behalf 


Seven Years of Steady Progress |..." —¥5- 


INSURANCE IN FORCE of Boston, National president’s assistant 


ASSETS The [nternational Life and Trust now wants a repre- | in New England, and Louis M. King, 
1916 ... .$125,222.00 sentative in your district. It is an old line legal reserve 1916... $ 203,000.00 ae ee ee ees ee 
1917 .... 129,523.00 | company with a record to De proud of. Torepresent | 1917... 704,500.00 || ¥. Grant. presia nt of the Maine asso- 

this dependabie company ts to represent a pillar o ciation, presided 

1918 .... 155,613.00 safety c the life seta seth othr You that aro 1918 .. 1,382,500.00 i iss 
1919 .... 203,600.00 of a maximum degree of intelligent co-operation. 1919... 2,973,000.00 
1920 .... 303,164.00 Write us at once for an agency. We have the means 1920.. 4,513,000.00 
1921 .... 404,224.00 of assuring you of a successful career in the life in- 1921... 5,019,000.00 i ied, ee at ee cae 


4 chairman the yublicity 
1922 .... 984,558.00 surance business. 1922... 9,148,126.00 




















Davenport, Ia.—At the regular monthly 
meeting of the Davenport association 
Saturday evening H. J. McFarland, chair- 


committee, reported that the sales con- 
gress to be conducted by W. E. Bilheimer 
Jan. 24-25 at the Blackhawk Hotel, 


INTERNATIONAL LIFE & TRUST COMPANY | Bedeam X. Coleman, general agent Con- 


MOLINE, ILLINOIS vantages of Life Insurance Companies 


J. O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary and Medical Director in Handling Life Insurance Estates,” 


BUILD YOUR OWN BUSINESS 


American Trust Company of Davenport, 
Under Our Direct General Agency Contract 
Our Policies Provide for 


Double Indemnity Disability Benefits 


Reducing Premiums INSURANCE CO. 
SEE THE NEW LOW RATES 66 BROADWAY NEW YORK 
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local discussed “The Advantages of Trust | banquet was given by the Coe College =— — — o_o = 

e In- Companies in Handling Life Insurance| girls’ glee club and after the banquet | 

3evan Estates.” and speeches a dance was held by the 

scuss Walter Balluff, attorney, had as his | association 

din topic “The Distinction Between Contrac- * x * LIFE AND 

rance ua and Trust Setth me nts of Life In- Tulxa, Okla—W. O. Buck, vice-pres!- ACCIOERT 
sues, wees Estates Mr. Balluf stated dent of the Central National bank COMPANY / 

man- that In many cases life underwrite ly spoke on “The Relation of Life Insur SmigLos 4 ° 

3ank were misinformed on the subject of anace nd Bank Credits before the er Ordina: Life MASHIQCHNCE 
ettle- trusts and were erroneously representing Tulsa Association H told how just | TY. 

May optional settlements as trust agreements recentiy*one of ¢? most successtf men | > 

w am erinmimemna: Gomcna| | = Suh fe 
Trust Richmond, Va.—That it is the duty of | , ; element of bi : | At WS alt }, é ASUBIGACE 
F othe a life insurance salesman to see to it | py. > : hin wens nt ania Sma t 

scuss that a man’s intentions are nsured as lh ar pe ae Ww — be Fagen pay al Thi 2 In 

ward well as his life was stressed by Thomas very large percent of the purchase price | £2. LCi SIIGACE 

B. Gay in a talk before the Richmond | »,.. ° o- unsecured notes. } add 


Asso- association at its January luncheon- ing ¢ hi oa Li >t ven a a naiienaienie 
plans meeting Mr. Gay, who is an eminent the obligatio if he dies. thus eliminat- | 
es to corporation lawyer of Richmond and is ine 1 lief lement of risk in this | 9 ’ ° 


























neet- 
itior 
itur- 


The banquet speaker was the Rev. Hugh 
¢,. Orchard Entertainment during the 





dowment Policies. If you think of a Change in Connections, 
write Your Name and Address on the Margin of this Ad- 
vertisement and Mail to the Home Office of the COLUM- 








BUS MUTUAL LIFE at Columbus, Ohio. The Most | 
Interesting Insurance Literature You ever Saw will be 
Forwarded to You. Such an Inquiry Involves no Obliga- 


ional particularly well versed in matters per- | yj, ‘ P ° ° Cl ‘ d : h l 90 Ye 
| San taining to insurance by reason of the ixton, superintendent of | aid nN aims urin t e ast ° ears 
Los fact that he frequently represents co! Tulsa ools, W for 11 years 
€ sanies in legal capacit had for hi < s « nissior | 
a coats. “iniian take Geum oa Teme te fgg Ae C.A. CRAIG, Presivent W.S. BEARDEN, Secy-Treas 
yp Oo s Pe ‘ ae Ss . ‘ ast ‘ a n \ ret I 
Asso- Company Service.” He pointed out that ganization b perfected that will lend 
shall a man might take out insurance with | money to students of char tor that tue | CIDENT INSURANCE @ 
stay the intention of protecting his family | may finish their education and thus mu VTHE NATIONAL LIFE & AC ° 
against want or for any other purpos« tiply their earning ability He pro 
and yet his purpose might be frustrated |! posed that su students shall insure | HOME OFFICE: NATIONAL BUILDING 
ot in through bad investment of the proceeds | their lives for the amount they borrow | 
it we of the policy or otherwise, There are | thus returt ng the prir pal sum i the | NASHVILLE om TENNESSEE 
erate two ways of insuring his intentions, Mr event of deatl 
our Gay said One is through a contractual I FE. Abbott, president of Hall rton 
of.” agreement with the company whereby Abbott Dry Goods pany declared | ae ae cere aie Se POT ACT ee nee oe? mn ie 
jpany the money may be paid out after his | that he had recently had pers nal ex =] 
and death through monthly payments or in | perience w th the largest credit 1 | 
The other ways that woulk fully protect in the east that conv need him that nel 
nsur- those he desired to protect The other | other element of financia strengt! eit 
The way is to have the proceeds turned over mor f ivorably considered that a a eral] 
e for to a trust company to meet the needs of | amount of life insurance on the sone ] . 
ds in the beneficiaries as may seem best, of business. : ; | 
nthly s. * & Bes —— =. vs "eh , a : — Y msi ie 
were Cedar Rapids, lowa—At the January | the Natior Life Gerw eres - ; | 
ht be meeting of the Cedar Rapids association | Won, en ph oe lee 4 eae h : , 
aie the new officers of the association were | tecting the “Human Asset in Busi | In all the History of Life Insurance, there have been 
they installed, retiring President C. R. ¢ ; * Few Developments as Significant as the Growth of the 
‘ick introduci th ew president, M.. , P The Life Underwriters | | “* a 
a Sted i in mine eiieain iceteinedl meas , Pertiané, Ore—T! Lit BN ype ets peind, COLUMBUS MUTUAL LIFE INSURANCE COM.- 
ss Vice-President George McClung; second | writers—trust men’s meeting here last PANY, the Company which first Eliminated General 
Piya vice ~presid nt T. Mt Darling; secretary, | week, whet [. ponern yo Agents and other Middlemen, which First Gave Vested Re- 
‘vone slove » sSigmune and treasurer, © r sior vas sife nsurance ne t . - . . 
i . Rutan Che shametthes ehahnan | mrrman et ween rn | newals, and which First Gave Unrestricted Territory to 
the named are: Social, W. F. Sarset; mem- | Mutual ‘ Agents. There are other Innovations to the Credit of the 
s ers » Jacob ske S\ publicity, Cc. W ‘ompan a : . 
— b ; : 7 Al cae cB Seebed , COLUMBUS MUTUAL LIFE, including Perfected En- 
ul bimbe ake; legisiathk ( J SvVvohHoc oles 
| 






























































ry A, Home Life, Ark.—Showing more than]jresents a gain ¢ is te | tion. 
resi- $8,000,000 worth of business written in | policyholders apportioned but unapplied | | 
s of Arkansas, representing a net gain in ex- including estimated amount for 1924 is 
inies cess of $5,000,000, the record of the Home | $5,462,141 
yn at wife for 1923 indicates that the company x 
over oe taken the lead over all competing Connecticut Mutual Life—New paid for 
was companies doing business in the state business during 19223 amounted to ap 
ition “The last year has been by far the proximately $78 149.500 This repres¢« nts N recent months two men have given up $10,000.00 annua salaries to go with the 
1 the most successful in the history of the in increase of $11,532,600 over tl e total COLUMBUS MUTUAL LIFE, although this Company pays no salaries. In the long 
oo company,” said James J. Harrison, vice- | for the previous year Acne Sa tes run they will do much better with the COLUMBUS MUTUAL however 
half president and iction manager rr) et r) company’s new 1 for busi . . 
Iman official reports for the year have not | ness for the record iY i ur da 
stant been filed with the insurance t $74,893,426. 2¢ T) compar insur 
cing, sioner, but the information that I have | ance in force was increased last year by 
tion, shows that, while the figures in one in- | about $45,764,500 
‘man stance may be close, we have achieved | x * * 
LSSO- first place by a safe margin Our mor- | Ohio State Life—At its annual meetine 
tality experience has been unusually | at Columbus, Tuesday, President John M 
favorable, with death claims less than |Sarver and all of the old officers of the | 
50 percent of the expectancy. We are | company were reelected. The annual re = = —————— ————"} 
erred distributi: ga 6 pe ~ae dividend and | port submitted at the meeting showed 
a adding $25,000 to our surplus. The « m - that the company ae W aan 3 39 192,023 
and pany entered the group field during the insurance in rigs - al adn opie! nae s ’ 
icity vear, placing two especially large group | of . 228 61 and surplus to poli iolders A MA N S OB 
con- contracts, one on the Methodist ministers | $919 ECS.O00. it amowed an ine reas in j 
imer of the Little Rock Conference and the — m= 1923 of $1,154,636 and an in- | Is TO MAKE A SUCCESS 
otel, other on the employes of the ¢ rossett j ere Ase in insurance in two years of 
Lumber Company With a coverage of | $5,(54,65f ; 
——_— more than $1,000,000 the Crossett policy | tiie aaiae 4 4 tains al You can do it with a company that has 
Ad- paises a bly a on os yon a sata & ape —a 19 312.9 } : 17: - w $67,721,828 business in force 
mete na f PRs the company’s busi- | paid for business in 1922, $10,460,711, and | 12,325,323 in admitted assets 
ra ness during the year has been the in- | ucwsee, °° ‘msurance in force in 19! 10,488,€99 securities on deposit with the State 
troduction of an insurance-savings plan | *?-%° ‘ . 
nort, aad tar tae tee cee ace a 12,536,498 paid to policyholders 
_oe tle Rock The company expects to pay | Union Mutual Life, teports new 6.23 interest earned in 1922 
for $10,000,000 in 1924 | paid for business in 1923 as $7,608,240: 
* « * | new paid for business in 1922, $6,068,348 SEE THE 
Provident Mutual Life—The 59th an- j|and increase of insuranc: n force : 
nual report of the Provident Mutual | 1923, $1,228,313 AL UNI N M T | 
Life showed the total of first pren iums | > = 4 
paid during year on new insurance Lincoln Liberty Life—It had a mortality 
amounted to $93,094,916, as compared | record .of but 12 percent of its expec- INSURANCE COMPANY 
with $83,779,073 the preceding year. Re- | tancy during the year 1923 The cor 
eipts o é oO $24.059.000 o1 yre- | Pany gained $2,800,000 in insurance in 
cdiies aaah Gatun ak Shas kes. tenen an wee hen SETAE of atemnts |6 SE ee. SIDNEY A. FOSTER, Secy. 
} - r wr " . assets, ar ncrease ¢ > percent o the 
} i aio oie a ids pislinos DES MOINES, IOWA 
otal amount of insurance now outstand- 
ing, exclusive of any upon which no pre- * * *& 
miums have been received, is $657,609,790 International Life, Mo.—On Dec. 31, 
Payments na policyholé re ™ —— 1923 it had $144,096 O26 agmpacnge weg »“Easy to read, easy to digest easy to remember, easy to put at work making dollars for me’’—thus writes a 
< amounted * $15 teh as compared force, compared with $162,309,900 on Dec. | buyer of ‘Easy Lessons in Life Insurance.”’ a text and review book with quiz supplement $1.50 The 
with $14,583,461 the preceding year. | 31, 1923, an increase for the year of ap- | iiciech Gain Geemnan Ook tees eee ee 
—_ \ssets amount to $145,391,251, which rep- | proximately 13 percent The paid for | 
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Insurance Company 
Bismarck, North Dakota 
Insurance in Force, $13,500,000 

H. H. STEELE. F. L. CONKLIN, 
President Secretary 
Cc. L. YOUNG, H. B. BEACH, 
Vice-President Asst. Sec. and Actuary 
J. L. BELL, W. H. BODENSTAB, 
Treasurer Medical Director 
+ +} 














Only high-type men and women can obtain 
contract to represent this company. 
Open territory in Ohio and Minnesota. 


Interesting General Agent's contract di- 
rect with Company backed by real co- 





oper ation. 
Cumron Matonay Jacxson Matonzy 
Presiden: Vice-President 


Manager of Agencies 


Home Office Building 
111 N. BROAD ST., PHILADELPHIA, PA. 


t 
A. Mosziay Horxins, 

















HOME LIFE INSURANCE Co. 
New York 


WM. A. MARSHALL, President 


The 63rd Annual Report shows 


Premiums received during the year 1922.$ 7,369,835 
Payments to Policyholders and their 
beneficiaries in Death Claims, Endow- 
ments, Dividends, Ete : : 5,400,769 
Amount added to the Insurance Reserve 
Funds . 2,206,762 
2,110,922 


Net Interest Income from Investment. 
($722,352 in excess of the amount 
required to maintain the reserve.) 

Actual mortality Jo 





experience 52.87% of 
the amount expected 
Insurance in Force 
Admitted Assets 
FOR AGENCY APPLY TO 
W. A. BR. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 
Building 
CINCINNATI, OHIO 
HOYT W. GALE 
General Manager for Northern Ohle 
229-233 Leader-News Building 
CLEVELAND, OHIO 














Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this Compan 
in good territory—men who can | 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 


ALBERT E. AWDE, Supt. of Agencies 








| who 








business in 1922 was $26,450,506, and $35,- | Dec. 31, 1923. The total paid-for busi- 


273,695 in 1923. Admitted assets on Dec. 
31, 1923, were estimated at $23,000,000 
compared with $20,718,160.14 the previous 
year. 
* * * 
Bankers Life, Ia.—The company is now 
approaching the billionaire class, 


with | business 
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ness for 1923 was over $123,0000,000, a 
gain of over $3,000,000 as compared with 
the total for 1922. 
* * * 
Connecticut General Life—Reports 1922 
new business of $126,847,484; 1923 new 
of $144,690,056, and gain for 


$711,000,000 of insurance in force as of | 1923 in insurance in force, $72,254,832. 





Policy Literature, Rate Books, etc. 


PRICE, $3.50 and $2.00 respectively. 


| __ NEWS ABOUT LIFE POLICIES - 
| Baws Policies, Penden Rates, Divieslle, Serenade Veleen, and all Changes in 


Supplementing the ‘‘Unique Manual- 
Digest” and “‘Little Gem,’’ Published Annually in May and April respectively. 











CHANGES MEAN LIBERALITY 


National Life of Vermont Tells About 
New Plans in Its Program of 
Underwriting 


The National Life of Vermont, as is 
already known, has made a number of 
liberalizations in its underwriting pro- 


gram. Male risks can now purchase 
coverage up to $100,000 on standard 
lives at ages 26-55 inclusive with pro- 


portionate gradations above and helow 
these provisions, In speaking of fur- 
ther changes the company says: 


All policies except term will have non- 


forfeiture values beginning at the end 
of the second policy year and the full 
reserve will be available without sur- 
render charge at the end of the fifth 
year. The various non-forfeiture values 
hereafter will be mathematical equiva- 
lents of the cash values, which fact will 
in many instances, increase the term of 
the extended insurance, 

The directors have voted to pay in 


1924 1.7 percent surplus interest on divi- 
dends left on deposit and on proceeds 
held under various settlement options. 
When added to the 3 percent guaranteed 
interest this results in a return of 4.7 
percent, In the dividend formula the 
contribution from interest will be on the 
basis of 4.8 percent. 


Improved Dividend Scale 


The dividend scale in 1924 has been so 
adjusted as to lower the net cost at 
younger ages and the dividend appro- 
priation for 1924 is larger by $160,000 
than it would have been had the 
remained unchanged. The settlement 
options themselves have been increased 
in number and variety. 


scale 


As our agents are well aware, dis- 
ability benefits have been extended to 
the non-renewable term contracts and 
the maximum insurance available under 


term contracts is now $50,000 for males 
at ages 26-55, inclusive. 

These changes are accompanied by 
new rate books which show the rates 
and values of new policies in complete 
form. A special monthly income rate 
pamphlet will be issued at the earliest 
possible moment in order to give com- 
plete working equipment to those agents 
still use deferred survivorship an- 
nuities to furnish a monthly income after 
the guaranteed instalments are com- 
pleted. 








In the policy contracts themselves will | 
T ) 


be found changes in form, design and 


(21, 


phraseology. Perhaps the most notice- 
able change will be to the legal docu- 
ment form, a change which will greatly 
facilitate the handling in the home office 
and which will afford policyholders and 
agents alike better facilities for intelli- 
gent study of the contract. The design 
is simple and dignified and the wording 
carefully studied to avoid any possible 
misinterpretation. 


HOME LIFE HAS NEW FORMS 
Revamps Line of Policies, Making Im- 
provements and Issues New 
Schedule of Policy Limits 





The Home Life of New York has 
completely revamped its line of life in- 
surance policies and has received the 
approval of the various insurance de- 
partments on the new forms. The three 
principal benefits added in the new forms 
are as follows: 

1. If the insured fails to pay a pre- 
mium in cash, such premium will be paid 


automatically out of dividend, left on 
deposit, if sufficient. Even if the auto- 
matic premium lien provision has been 
specifically requested it will not become 


effective until the dividend accumulations 
have been exhausted, 
2. The insured, without the consent of 
any revocable beneficiary, can exercise 
all the rights and provisions contained in 
the policy, such as the right to loan on 
surrender values 

3 The settlement options have been 
revised to meet the present day need of 
income insurance. The policy gives the 
choice of monthly, quarterly, semi-annual 
from the proceeds. 


or annual income 

There are four options as follows: A, 
proceeds retained at interest; b, install- 
ments at a designated amount to con- 
tinue until the proceeds and interest 


earnings are exhausted; c, installments 
for a fixed period, the amount depending 
the proceeds applied under the 

d, installments for a stipulated 


upon 
option; 


period on the life of a payee thereafter. 
All of these options provide that they 
shall participate in the excess interest 
earnings of the company. 

The Home has also announced new 
limits of insurance, increasing the 
amount its company will carry on life 
or endowment to $100,000. The schedule 


shows the following 
and endow- 
lives: Under 
$100,000; 50 


on male rates now 
maximum amounts under life 
ment policies on standard 
discretionary; 21 to 49, 





We can 


plan. 





Smith, Hardy & Company 


208 S. La Salle St., Chicago, III. 


Insurance Promoters 


—Buy the balance of your stock. 
—Put you in business at once. 
—Resell stock back to you at same price. 


If your organization is strong and your stock 








ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








A. GLOVER & CO. 


© Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
29 South La Salle Street, Chicago 








Actuaries & Examiners 
Gates Building 
Kansas City, Mo. 


B+ HIGDON 
OHNC. HIGDON 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








REDERIC S. WITHINGTON 
CONSULTING ACTUARY 
948-949 Insurance Exchange Bldg. 
Tel. Walnut 3761 DES MOINES, IA. 








7 J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 

Premiums, Reserves, Surrender Val- 
ues, etc., Calculated Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law of Imsurance a 


Specialty. 
Colcord Bldg. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 


1523 Association Bidg 19 S. La Salle St 
Telephone State 4992 CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS MO. 




















partially sold; you will be interested in our 
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| 
“THE COMPANY OF CO-OPERATION" 


DES MOINES. 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days 


If it appeals to you, write 


HOME OFFICE 
DES MOINES .8.T. Bidg.) LTOWA 


TERRITORY 
SOUTH DAKOTA | 


IOWA 

















athena 
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and 51, $90,000; 52 and 53, $80,000; 54 and 
55, $70,000; 56 and 57, $60,000; 58, $50,000; 
59, $40,000; 60, $30,000; 61 and 62, $20,000; 
and 63 to 65, $10,000. The company will 
arry at its own risk one-half of these 
If the company has previous 
isurance in force on the life, it can issue 

policy for at least twice the amount 
of new insurance which it takes at its 
»wn risk. On term policies, the following 
imits have been set up for first-class 
male lives: 5-year term, ages 21 to 58, 
$50,000; age 59, $40,000, and age 60 
$30,000; 10-year term, ages 21 to 55, 
$20,000. Under age 21 the limit is dis- 
eretionary on both five and ten-year 
term and above age 55, ten-year is not 
issued. On the lives of women, the com- 
pany will issue life or endowment insur- 
if there is a valid need for protec- 
will not issue 


instances 


unce 
tion, though the company 
in excess of $10,000 in most 
In exceptional cases, for successful busi- 
ness women or for tax purposes an addi- 
tional $10,000 will be issued 

In the future all disability provisions 
issued will carry the clause that 
nizes three months’ disability as 
and permanent. 


recog- 
total 


REDUCES RATES ON ORDINARY 


Western States Life Puts Policies on 
Basis of Special $5,000 Rates— 
Other Changes 


The Western States Life of San Fran- 
cisco has announced a reduction of pre- 
mium rates on ordinary life policies for 
1924. This year the company will 
write all ordinary life policies on the 
non-coupon plan at the reduced pre- 
mium rate which formerly applied to 
the ordinary life special $5,000 form. 
Thus, the new ordinary life rates, com- 
pared with the old rates, are as follows: 


-——Prem.— 


New Old Age 





$14.78 38 
15.14 39. 
15.51 40. 
15.89 | 
16.28 y 4 
16.69 3 
17.12 4 
17.57 5. 
18.06 6 
18.56 7 
19.10 8 
19.66 9 
20.26 50 
20.89 Re 
21.57 B.. 
22.28 3 
Ja 23.04 54 
The Western State Life has also 


added to its line a new “complete pro- 


tection policy”, which carries a rider 
with five distinct protection benefits. 
There is a total and permanent disa- 
bility clause, which provides $20 


monthly payment for each $1,000 for 
the first twelve months and $10 monthly 
thereafter for life. This clause also 
recognizes 90 days total disability as 
permanent. Waiver of premium is in- 
cluded and the disability benefits are 
not deducted from the face of the pol- 
icy. Another clause provides specific 
benefit for loss of sight or member 
through accident, in addition to any 
total and permanent disability benetits 
Then there is the double indemnity 
clause and in addition triple indemnity 
provision for travel accidents The 
fifth benefit is insurance of the bene 
ficiary, providing that the face of the 
policy will be paid to the insured, if 
the beneficiary should meet death in a 
travel accident, the policy being 
tinued in full force thereafter upon con- 
tinued payment of premium 


con- 


NEW FORMS AND DIVIDENDS 


Atlantic Life Announces Complete Re- 
vision of Contracts and Greatly 
Increased Dividend Schedule 


The Atlantic Life announces a new 
set of policy contract forms which are 
ng used for 1924 issues. The physi- 
cal make up of the contract has been 
radically changed, the policy opening 
up like a fire insurance policy, with all 
the leaves fastened and bound at the 
p. This makes it possible to include 
all supplementary agreements as inte- 


+ 








LIFE 


gral parts of the complete policy, avoid- 
ing the form and appearance of riders 
and stickers. Minor changes have been 
made in the wording of the policy. For 
example, the policyholder is given com 
plete control without the joining of a 
beneficiary who is not. irrevocably 
named. The instalment settlement pro 
visions have been completely rewritten, 
and all income figures are 
monthly basis, with the privilege of 
taking quarterly, semiannual or annual 


equivalents. These new figures and 
provisions, taken in conjunction with 
the relatively high guarantees result 
ing from the 3.5 percent reserves, and 
the Atlantic’s gross interest rate of 5.5 
percent, make the settlements very at 


tracive. The disabiliy income rider has 
been improved by adding the provision 
that three months of total disability 
shall be treated as total and permanent 
The disability rates have been increased 
slightly care of the additional 
coverage. 

Formal action has been taken on the 
dividend scale for the year beginning 
April 1, 1924, and the preliminary fig 
ures were given to the 
Aces’ convention held in Richmond this 
week rhe complete dividend manual 
is now being prepared. The increases 
in the younger ages are very substan 
tial, ranging over 25 percent in some 
cases. In keeping with recent experi 
and the 
of practically all companies the in 


| 
to take 


agents at the 


ence revised div dend schedules 


creases at the older ages taper off some 








what, although there is some increase 
at all ages and no decreases anvwhere 
Ordinary Life 
Age 2a } 45 5 
Prem $ $25.5 $36.35 $55.92 
l ‘ 4.1 1.68 6.3 
D4 q ie o7 6.uF 
: 5 $.5 ‘ 7 ) 
H 4.02 4.72 54 i.48 
5 4.15 i.84 5.80 8.11 
b 4.28 1.48 6.08 8.4% 
7 4.38 5.12 6.37 NR4 
8 4.51 5.26 He 9.20 
9 1.67 5.41 6.95 9.53 
10. 4.78 5.60 7.25 O86 
11 1.96 ».76 7.57 10.15 
12 5.09 1) 7.87 10.4 
13 23 6.15 8.17 10.67 
14 4 6.37 8.47 10.89 
15 44 6.59 8.78 11.08 
16 56 6.8 4.07 11.24 
20 Payment Life 
Age 25 30 45 5 
Prem $30.46 $36.93 $47.35 $65.95 
, ; 1.97 5.91 7.23 10.26 
2 5.26 6.28 7.69 10.98 
3 5.47 6.54 8.01 11.42 
4 5.70 6.80 8.35 11.86 
5 5.93 7.0 8.71 12.31 
6 6.17 4.26 9.09 12.75 
7 6.38 7.53 ¥.48 13.18 
8 6.61 7.81 O88 13.62 
" #84 &.09 10.28 14.03 
10 7.15 8.40 10.72 14.44 
11 7.43 8.71 11.14 14.84 
12 4.42 9.05 11.58 15.24 
13 8.00 9.40 12.02 15.61 
14 8.2% 9.77 12.47 15.98} 
15 8.57 10.18 12.92 16.35 
16 R87 10.58 13.3 16.72 
20 Year Endowment 
Age 2° ) 45 55 
Prem S40 2s $51.37 $56.46 $69.9 
l 6.21 7.01 8.12 10.86 
P4 7.09 7.83 8.91 11.74 
2 7.48 8.27 32 12.22 
i 7.90 8.6 9.77 12.71 
bs XS nH 0 10.23 13.19 
t RAG 9.44 10.72 13.68 
7 %.29 9 11,21 14.16 
s 9.78 10.39 11.73 14.64 
’ 10.31 10.88 12.26 15.12 
lv 10.84 11.40 12 15.58 
11 11.40 11.95 l: 16.06 
iS . 11.95 12.51 l 16.52 
13 12.55 13.11 ] 16.99 
14 13.15 13.73 15 17.47 
15 13.79 14.3% 15 17.97 
16 14.46 15.06 16 18.49 





PRUDENTIAL NEW DIVIDENDS 


INSURANCE 


now on a 


Additional Figures on 1924 Schedule for | 


Ordinary Policies, Showing 





Read justments 
Additional figures on the 1924 divi- 
dend schedule of the Prudential, first 


announced last week in THI 
UNDERWRITER, are subjoined. 
ures, together with those published on 
the principal policy forms in last week's 
issue of THe NATIONAL UNDERWRITER 
show clearly the general readjustment 
the Prudential has made in its dividend 
schedule There is no definite per- 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI 


Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Wichita, Kansas 


territory on a General 








Executive Offices 














INVESTMENTS | 


Safe Profitable Satisfactory | 
Selected First Farm Mortgages on unexcelled security 
in the best diversified farming sections of Northern 
Illinois and Missouri 

Highest interest earning consistent with safety. 

Our record for efficient and satisfactory service is the 
result of twenty-five years experience as Financial Cor- 
respondents for large Eastern Life Insurance Company 
and general mortgage brokers without a loss. 
Information regarding borrower, security and titles 
guaranteed, 

References and list of offerings furnished on request 


Hoffman Mortgage Company 


Central National Bank Building 
St. Louis, Missouri 














( A Great American i: 
‘ Underwriting Institution ‘ 
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Eureka Life Insurance Co. 
Of BALTIMORE, MD. 
Incorporated ay Maryland, 1882 
Standard Ordinary and Industrial Policies 


J. N. WARFIELD, Jr., Secretary-Treasurer 


J. C. MAGINNIS, President 
Dr. J. H. IGLEHART, Medical Director 


J. BARRY MAHOOL, Vice-President 











every life insurance man should 


| A text book for beginners, @ review book for expetienced mm a book that 
ling Quiz Book supplement The 


have—Jacob A. Jackson's “‘Easy Lessons in Life Insurance $1.50, inclu 
National Underwriter, 1362 Insurance Exchange, ( 
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The Columbian National Life 


Insurance Company 
ARTHUR E. CHILDS, President | BOSTON, MASSACHUSETTS 











Columbian National Agents are in a position 
to offer the best forms of 


LIFE, ACCIDENT and 
HEALTH INSURANCE 


Policies backed by one of the strongest com- 
panies in the country, having ample capital, 
surplus and highest standard of reserves. 














H. A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Organization 
| Methods 


| Main Office: 40 Rector St., 


Equipment Standardization 
Personnel Modern Office Planning 


New York Western Office: 327 S. La Salle St., Chicago 








WRITE TO 


W. A. Stalnaker, Director of Agents 


Box 776 Clarksburg, W. Va. 


| For ground-floor opportunities in 
Pittsburgh and Western Pennsylvania 
and in West Virginia which was recently 


opened and where more than ONE 


HUNDRED THOUSAND DOL- 
LARS PER MONTH is being written 
by 


FEDERAL UNION LIFE 


| OF 
| CINCINNATI 























centage of increase in the dividends and 
in some cases the dividends are de- 
creased, though in the majority of cases 
there is an increase of between five and 
ten percent. The dividend increases 
are most notable at the younger ages. 
The extent to which the readjustments 
are made and the various percentage 
of increases are shown in a comparison 
of net costs under both the new and 
old dividend schedules in the second, 
fifth and tenth policy years at ages 25, 
35 and 45, which are as follows: 


Ordinary Life 


2nd Yr. 5th Yr 10th Yr. 
Age New Old New Old New Old 
$ 3 3 3 
25... 15.04 15.24 14.64 15.16 13.99 14.57 
35... 20.09 20.13 19.55 20.10 18.81 19.41 
45... 29.45 29.32 28.75 29.10 27.59 28.28 
20 Payment Life 
2nd Yr. 5th Yr. 10th Yr. 
Age New ) New Old New Old 
$ $ 3 3 
25 22.57 22.64 22.01 22.66 21.32 22.06 
35. 27.69 27.62 27.00 27.68 26.19 26.96 
45. 36.26 36.02 35.42 35.94 34.27 35.13 
20 Year Endowment 
2nd Yr. 5th Yr. 10th Yr. 
Age “ Old New Old New Old 
3 3 
25... 39.25 39.00 38.31 39.42 37.62 38.71 
35... 40.43 40.09 39.45 40.51 38.70 39.74 
45. 44.22 43.80 43.18 43.89 42.07 43.10 


The additional schedules of 1924 div- 
idends on policy forms not shown in 
last week’s issue of THe Ngtionat Un- 
DERWRITER, are as follows at five-year 
intervals: 

15 Pay Life 


-—Divide na on Issue of— 





1926 1919 
$4.07 $4.27 
4.33 4.54 
4.62 4.83 
5.14 5.40 
5.71 6.00 
6.27 6.58 
6.81 7.15 
7.46 7.85 
8.46 8.89 
10.15 10.66 
12.06 12.66 


23 Pay Life 


-—Dividend on Issue of— 








Age Prem. “7922 1921 1920 1919 
Fer $19.88 $3.21 $3.35 $3.49 $3.64 
C—O 21.48 3.48 3.63 3.78 3.95 
a seeees 23.43 3.74 3.90 4.08 4.25 
2 2 ei 25.83 4.05 4.23 4.42 4.61 
DD aeecce 28.84 4.36 4.56 4.77 4.99 
Oe ésedas 32.71 4.69 4.91 5.14 5.39 
ae: éadcesda 37.87 5.10 5.35 5.61 5.88 
ae wesees 45.00 5.66 5.93 6.23 6.52 
IY al etal 55.05 6.51 6.83 7.17 7.52 
a eséeen 69.47 7.82 8.21 8.62 9.04 
Term Policies 
Prem. -—-Dividend on Issue of— 
10 Yr. 15 Yr. 1922 1921 1920 1919 
3 3 $ $ 
17 - 9.59 9.89 2.79 32.88 323.98 3.07 
20 ... 9.78 16.13 2.82 2.91 3.01 3.11 
25 -10.21 10.65 2.87 2.96 3.06 3.18 
30 .10.82 11.44 2.92 3.03 3.13 3.32 
35 -11.91 12.86 3.03 3.13 3.24 3.36 
40 13.71 15.35 3.23 3.35 3.48 3.60 
45 ...17.58 20.66 3.66 3.80 3.94 4.09 
50 ...24.49 28.28 4.32 4.50 4.67 4.86 
55 Sase ene0 5.31 5.54 5.78 6.02 
15 Year Endowment 
r—Div it nd on Issue of—~ 
Age Prem. 1922 21 1920 1919 
a eweued $61.28 $6 76 $7.15 $7.97 
Be escees 61.57 6.79 7.18 8.01 
SE adn 61.95 6.96 7.36 8.20 
Se s0200< 62.49 7.20 7.61 8.47 
ee: 63.27 7.39 7.81 8.69 
errr 64.51 7.52 7.94 8.84 
Eee: 66.57 7.68 8.10 9.01 
ae? taswas 70.11 7.97 8.41 9.35 
55 76.01 8.66 9.13 10.14 








Address 





HARRISON B. SMITH, President 





George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


. . . . ® . 
page opportunity for liberal contracts covering definite territory with 
lome Office registry and with power of appointment of sub-agents 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia and Michigan 


ERNEST C. MILAIR, Vice-President and Secretary 














-— Dividend on Issue of— 











Age Prem. 1922 1921 an 1919 
ae 85.69 10.05 10.59 11.1 11.71 
OF s2eves 101.36 11.60 12.19 12.82 13.45 
= Year Endowment 
-—Dividend on Issue of— 
Ag Prem 1922 192 1920 1919 
are $34.10 $4.54 $4.7 7 $5.01 $5.25 
a” weeese 34.4 4.58 4.8 5.05 5.29 
eee 34.96 4.79 503 5.28 5.53 
are 35.71 5.00 5.24 5.50 5.77 
ere 36.90 5.18 5.43 5.69 5.98 
a: Gesae 38.86 5.36 5.62 5.89 6.18 
45. . 42.13 5.60 5.88 6.17 6.47 
C—O 47.58 6.00 6.30 6.61 6.94 
ees 56.32 6.74 7.08 7.43 7.80 
60 69.89 8.03 8.44 8.85 9.29 
Endowment at 60 
-——Dividend on Issue of — 
Age Prem. 1922 192 1920 1919 
15 ......$18.29 $2.79 $2.90 $3.01 $3.14 
20 ’ 3.17 3.30 3.4 
25 3.78 3.95 4.12 
30 4.65 4.87 5.10 
35 5.43 5.69 5.98 
40 6.49 6.82 7.17 
45 8.10 8.55 9.01 
50 10.81 11.45 2.12 
55 17.68 18.88 20.14 
Intermediate Whole Life (3500) 
-—Dividend on Issue of— 
Age Prem. 1922 1921 1920 1919 
sack te eel $ 8.64 $1 23 $1.30 $1.36 $1.42 
ane 3 1.35 1.42 1.48 1.55 
25 1.56 1.64 1.73 1.81 
et Kelneeis 1.80 1.89 2.00 2.09 
eae 2.05 2.17 2.27 2.39 
Pe anenet 2.33 2.45 2.58 2.72 
sae 2.65 2,80 2.96 3.10 
—— ee 3.11 3.28 3.46 3.66 
eee 3.83 4.02 4.25 4.46 
—— er 4.93 5.18 5.42 5.68 
65 5.96 6.23 6.49 6.88 
Intermediate 20 Pay Life (8500) 
a peveee pod on Sanne of— 
Age Prem. 192 
a ssesde 12.74 $1.68 
ee 13.99 1.81 
er 15.34 2.04 
———e— 17.01 2.34 
aaa 19.05 2.63 
eee 21.53 2.90 
eee 24.60 3.16 
50 28.54 3.50 
er 33.70 4.06 
a ceenes 40.69 4.96 
a askin aie 50.42 5.80 
Intermediate 20 Year End. (8500) 
—Dividend on Issue of— 
Age Prem 1922 1921 1920 1919 
- $22.65 $2.66 $2.82 $2.97 $3.11 
rr 23.11 2.73 2.88 3.04 3.20 
eee 23.44 2.87 3.03 3.18 3.36 
a atanee 23.97 2.95 3.12 3.30 3.48 
eee 24.81 2.99 3.15 3.34 3.54 
40 26.04 3.02 3.19 3.38 3.58 
See 27.89 3.08 3.29 3.48 3.69 
et awewes 30.65 3.34 3.57 3.76 3.98 
55 34.78 3.91 4.17 4.38 4.60 
a 40.95 4.99 5.25 5.50 5.76 
65 50.57 6.05 6.30 6.64 6.94 
Capitol Life, Colorado 
The Capitol Life of Denver, Colo., has 
issued an endowment at age 65 with 


which 


provides protec- 
insured’s dependents during 


annuity option, 
tion to the 
his productive years, and a life 
to himself after passing the age of 65. 
The $1,000 policy will guarantee annual 
payments of $92.32 and monthly pay- 
ments of $7.85 for 10 years certain; 
$78.76 annual payments or $6.69 monthly 
payments for 15 years certain; or $67.20 
annual payments or $5.71 monthly pay- 
ments for 20 years certain. Annual rate 
per $1000, without disability, are as 
follows: 


income 





Age Prem. Age Prem. Age Prem 
15....$15.34 27... .$21.44 39. .$34.71 
16 15.71 a 22.17 40 . 36.39 
17 16.10 22.93 41 . 38.21 
1 16.53 30. 23.75 42 . 40.19 
Seecce Bae FF 24.62 43 . 42.36 
20 17.43 ites 25.57 44 . 44.74 
21 17.92 33... 26 45 . 47.36 
33 18.42 34.. 27 46. 50.32 
23 18.96 35. 28.8 47. 3.60 
24 19.52 36 3 48 57.28 
25 20.12 37 31 49. 61.40 
26 29.76 38 50. 66.08 
The Capitol Life has also announced 
that it will increase the age limit on 
policies issued to 65, the following an- 
nual premiums per $1,000 now being in 
effect for ages 61 to 65: 
20-Pay 20-Yr 
Age Ord. Life Life End 
iT «sseéecee $67.66 $70.50 $72.11 
me 6esee< 71.45 74.00 75.35 
63 75.52 77.80 78.9] 
De aecccenee 79.88 81.90 82.79 
De adeemeade 84.55 86.36 87.04 
Midland Life of Kansas City 
The Midland Life of Kansas City an- 


nounces that total disability benefits will 
be granted to women where the applicant 
is unmarried and earning her own livli- 
hood. The double indemnity benefit will 
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_— io diane sil ie 7) 
1919 agen Ped = oe on the same | excess of 100 percent of the company’s 
basis as >) endec ) € limi - | > 
11.71 — a limit of retention, with a maximum face | Age Prems. ;.. ~CR 10 . 
13.45 PO tenes ; value of $200,000 the 100 percent excess | 5? 51.54 06 858 9.64 12 51 
‘ Union Central Life to be reinsured. This reinsurance serv- o1 . 53.16 2 8.75 9°83 12 73 
, m , ice, as heretofore es not apply | O2... 54.88 +: 9° 02 204 
The Union Central Life has announced sae tn th — nny cae r “ oe ee ae 56.71 +4 - 44 10.02 12.94 
of—m, that its 1924 dividend schedule will be F - a een | 54 58.68 77 9 33 10 rr 13 10 
s625 the same as 1923. The schedule has re- WN , 9 60.79 8 10 66 13.63 
5 29 mained unchanged since the first adop- New York Life 
et tion. The company has be aying 6 T : 
5.53 any has been paying 5 The New York Life has adopt ‘ - y Tear _ : 
B TT percent on proceeds left at interest. This | scale of rates for ‘in ~ ai “ a2 new | Sst Pre 10 20 5 30 
5.98 rate will be continued. nuities ms — ~ —_ 21 3.$ $4.5¢ $ ’ $6.15 $8.22 
6.18 °° ‘ 4.65 6.28 7 8.43 
6.47 — — 1.0 7 5 642 7 8.63 
6.94 . Home Life of yp t- ‘3 ' ) 4.81 62 6.57- 11.59 10.39 
ose Penn Mutual Life — of New York 19 si 3.78 3.9 03 16 4.89 74 6.73) «7.84 9.06 
9.29 T , ve 1e Home Life of New Yorl n- ; —— 2 t ss 4.99 86 66.88) 68.03 8.29 
The Penn Mutual Life has announced | nounces that it will mak ” . rk a 20.63 8 4.01 4.15 1.29 5.09 6.0 7 O05 8.23 9.52 
that it will now accep ; ~. : , Beg 2 Bo cannge i 1.15 3.92 1.07 4.21 4.34 13 7.2 ; 9.75 
, z accept risks up to an | its dividend schedule for this year 21.69 3.97 4.13 4.28 4.43 . ¢ 7 ’ rf ses 10:00 
+ e ’ +4 4 ‘“r 4.18 4.35 4.51 40 6.42 7.58 8.87 10.24 
919 — 3 4.10 1.26 4.42 4.59 5 6.58 7 79 910 10.50 
Tr Connecticut Mutual’s 1924 Dividends |‘: cig 433 S30 Ler Bat Tk Toe aa dats 
3.44 u ua s wl en s “ 4.23 4.41 4.58 4.77 76 6.90 8.18 9.57 02 
4.1 33 4 , r 11.02 
2 ' > ” ae . , 5 oe ) 0 4.68 1.86 sn r ’ 8.41 8 11.2 
5.10 HE Connecticut Mutual Life has} increase is by no means on a uniform 138 64.570 64.75 64.96 66.04 87.27 68.63 10. 11.55 
e « « — : . 2 3 . . ~scme . ome a ‘ 5 5 oF 5.1 7 ' 0 7 
5.98 announced its new dividend schedule | basis, being different at various ages, | 3 co. | (oa ak re 7 (aka ss ee OS + +} t: 
901 or 1924, showing an increase of about | class of insurance and duration. The] 3? 46 484 r 5 99 649 > 86 ; 0 + 13°39 
12.12 ® percent over the 1923 schedule and | new dividend schedule shows the fol- . 4.3 ‘ s 41 6.67 8.09 59 1116 12.69 
20.14 at the same time an increase in the rate | lowing net costs, as compared with last | 40 Mae xr + 6.84 8.30 9.86 11.43 12.98 
f re 1 . . ~ ’ . - ‘ 1.9 ' F ; 8 10.12 11.7 : 
ot interest trom 4 6 percent to 4.7 per- year's showing on the three principal | 4! 82.03 5.04 5.29 5.5 81 7.23 8.77 10.4 12.03 58 
P cent, which applies to dividend accumu- | policy forms: Ht 83.18 5.16 ‘ 5.7 5.96 7.44 9.04 10.69 12.34 13.90 
of— 1a63 7 T P § 6.5 f 7 
lations and to deferred settlements :-<° yt ¥* Se 66.1 eet 9.29 10.99 12.65 14.21 
1919 aes rred settlements. The Ordinary Life 144 5.70 «68.42 «26.69 «B99 6.289COTRTCO 11.28 1297 1452 
$1.42 Connecticut Mutual increased its divi- a , és 15 37.08 5.56 5.8¢ 6.16 6.48 8.1 84 1160 13.30 14.85 
: ss dend scale through the interest factor om *.. * ag oth Te. :, RD aay fp , 16 88.55 ; 70 6.0 ¢ ; 6.86 R26 10.1 11.99? 13.62 15 17 
1.81 each year, in 1917, 1918 and 1919. In . . $ ve i¢ sew I¢ cS + 1 R73 6.19 f 6.86 8 1 | 19.°5 1 96 15.51 
eae : : ran on A 8 6 ..7 = ar - . - 
2.39 1920 it decreased its dividend scale | 25 3.6 15.57 | 49 13.56 € > 6ST OBS 7 O16 11 i398 4 S ieee 
2.72 about 15 percent, due to the heavy in- | 52 0.64 | 50 6.42 6.79 7.15 7.53 9.46 11.40 13.30 15.03 16.59 
=a fluenza and war loss, but at the same| — tad, (+ 6.63 7. 7.390 7.77) 9.76 11.76 13.67 15.41 16.98 
4.46 time the 1920 scale included an increase 53 TOR 749) 79 83: rt ‘3 rf 14 5 30 17 i 
4.4 : . ~ oe ‘ 4.90 0 ¢ ) > 7.8 
5.68 in the interest factor from 4.4 percent 5th Yr 10th Yr 54 7.33 7.75 8.18 8.61 10.77 12.89 14.85 16.63 18 ‘ 
6.88 to 4.5 percent, in accordance with the | Ase New Old New Old] 22 159 8. 8.48 8.92 1115 13.31 15.28 17.07 18.70 
) earnings from that source. The 1920 | .- aon $ 57 acs (kee 8 ‘ tet ‘ ; ‘2 Saas Sores 
P scale was continued in the years 1921 |: 3035 30 2. + 90 | 58 8.51 9.4 9.49 197 12.38 14.64 16.66 18 S280 24 
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Are You Big Enough 


to consider an attractive manager's contract for Cleveland, Ohio? 


An Eastern Life Insurance Company with a reputation for square 
dealing and real cooperation with its agency force has a splendid 
opening for a man who is energetic, level headed, ambitious and 


capable of handling and inspiring other agents. 
If you are the right man, a Home Office official will conduct all 
negotiations in a strictly confidential manner. 


Address H-4, care of The National Underwriter. 


AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, 411-415 Magnolia Building 
CHICAGO, 29 S. La Salle St. 

















Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








BERT H. ZAHNER 


FRED D. STRUDELL 
Chicago Manager 


retary 
MORTON BIGGER 
Assistant Secretary 


A.C BIGGER 


President 














PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 











Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 




















UNDERWRITER 


SEVEN-YEAR RULE IS UPHELD 





Nebraska Supreme Court Again Turns | 


Down Modern Woodmen By-Law 
to the Contrary Effect. 





LINCOLN, NEB., Jan. 15.—The Ne- 
braska supreme court has again refused 
| to give effect in that state to the by-law 
of the Modern Woodmen that where 
a policyholder has disappeared he will 
not be presumed to be dead until the 
completion of his expectancy of lite, 
and that meanwhile, to keep the policy 
in effect every assessment must be 
paid. Attorneys for the order sought 
to have the court abandon the rule that 
seven years of unexplained absence 
from home is presumptive evidence of 
death 

The Nebraska court does not accept 
the theory that the Woodmen is on a 
parity with other insurance companies 
It holds that every by-law a fraternal 
adopts must be reasonable, and that this 
is not altered by the fact that the mem- 
Ler agrees to be bound by any that may 
be enacted afterwards 

The court adopts the same reasoning 
is in a case decided three vears ago 
It says that while it is true that the 
disappearance theory is 
merely a rule of evidence and not a 
statute, vet it is such a general rule 
that the parties entering an insurance 

must f 


seven-year 


contract take cognizance of its 
existence, force and effect and that 1t 
is to be naturally presumed that its ap 
plication was in contemplation of both 
parties 


LINCOLN LIFE HAS BUSINESS 


Has Taken Over the Outstanding In- 
surance of the Federal Insurance 
Company of Lincoln, Neb. 


The Federal Insurance Company of 
Lincoln, Neb., has re-insured all of its 


| outstanding business in the Lincoln 
Life of Lincoln, Neb The Federal 
wrote accident and health only and 


most all of this on the term plan. Just 
a little over a year ago the Federal re 
insured all the Accident and Health 
business of the Union Accident & Life 
ind United States Insurance Company, 
both of Lincoln 

Dr. Ira E. Atkinson, president of the 
Federal is retiring and will spend a big 
part of his time chasing little white 
balls with golf clubs. For the present 
at least the doctor will reside in 
| Lincoln 

Hugh F. Atkinson formerly assistant 
secretary of the Federal, has gone with 
the Lincoln Life as claim adjuster in 
| the accident department. 


Oregon Life Agents Met 


The Oregon Life held its 
banquet it the home office in 


annual 


agency 

Portland last week, about 60 field men 
from Oregon, Washington and Idaho 
being present Che officials of the com 


pany announced that the vear just closed 
Was one ot the best ever expe rienced by 
the company and that an increase of 
| March 


dividends will he eftectes is of 


1 this vear 


Howard Conley agency director of the 
New York Life at Little Rock, Ark., has 
been elected president of the Little Rock 

Country Club 





The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 


Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
Permanent success can only be attained 


agent can think favorably of that institution. — 
through a permanent connection. The companies that stay 


the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CoO. 


Harry H. Orr, General Counsel 


ANA 


John W. Dragoo, a 


J.H. Leffler, Acting President 
MUNCIE, 


are the companies that pay 














January 17, 1924 


NEW MEN WITH WEST COAST 





J. H. Miller Is Appointed Agency Sec- 
retary and L. G. Saunders District 
Manager at Oakland. 





The West Coast Life announces two 
valuable additions to its agency depart- 
ment. J. M. Miller, one of the organ- 
izers of the Montana States Life and 
secretary-treasurer of that company for 
nine years, also active in the organiza- 
tion of the Colorado Life and later with 
the reinsurance of that company with 
the Western National Life, has been 
appointed agency secretary under Vice- 
President and Manager of Agencies 

harles W. Helser. Mr. Miller as- 
sumed his new duties Jan. 1 and it 1s 
expected that he will be of inestimable 
value to the agency organization. 

L. G. Saunders is appointed district 
manager at Oakland, Cal. After serv- 
ng as supervisor in the New York of- 
fice cf the Provident Mutual Life for 

ve years, Mr. Saunders went to the 
coast as a personal producer with the 
San Francisco office of the Provident 
ind produced over $300,000 in 1923. Mr. 
Saunders is well known in the Bay dis- 
trict, having been very active in civic 
ind welfare work during his short resi- 
dence there 


TO HAVE SECTIONAL MEETINGS 


Lincoln National Life Announces 
Schedule for Agency -Conventions 
in Various Districts 


The first of the 1924 sectional meet- 
ings of The Lincoln National Life will 
be held in Fort Wayne, Ind. Jan. 21-23, 
Other meeting points will be _ Pitts- 
burg, Feb. 4-6; Peoria, Ill., Feb. 11-13; 
Minneapolis, Minn., Feb, 18-20, Seattle, 
Wash., Feb. 25-27; Los Angeles, March 
3-5 and San Antonio, March 13-15. 
Vice-President and Manager of Agen- 
cies Walter T. Shepard will preside 
over the sessions and will act as toast- 
master for the banquet to be held on 
the second evening. Other home office 
officials who will have part in the edu- 
cational program will be Superintendent 
of Agencies A. L. Dern, Medical Di- 
rector W. E. Thornton; Auditor J. J. 
Klingenberger, and Assistant Superin- 
tendent of Agencies Verlin J. Harrold. 
Agents from every part of the field will 
be brought to these three-day meetings 
where the brass tacks selling problems 
will be taken up for discussion, 


INSURANCE HELD TAX-FREE 


Leuisiana Supreme Court Decides Pro- 
ceeds of War Risk Policy Are 
Not Subject to Levy 


Government war risk insurance paid 
to relatives of a former service man are 
not subject to state inheritance taxes, 
the Louisiana supreme court has held, 
in declaring a policy held by the late 
Charles I. Grier for $10,000, was not 
subject to the tax. In settling the ques- 
tion, which is believed to be the first 
time this question has come before the 
supreme court of any state for deter- 
mination, the high court held that the 
relatives were beneficiaries and not 
heirs. It also held that the war risk 
Insurance act, as an emergency meas- 
ure. could not be hindered by any tax 
by the state legislature 


Minneapolis Agents Banqueted 


The W. W. Klingman agency of 
Equitable Life of New York at Minne- 


ipolis held its annual agency banquet 


last week. with over 100 present. Talks 
were made by John A. Hardiean. for- 
mer insurance commissioner of Minne- 
sota, and several men connected with 


the company in some capacity. 


Frank ©. Bristol. a prominent under 
writer of Los Angeles, has resigned as a 
member of the board of education of that 
eity 
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LIFE INSURANCE EDITION 





MODERN BUSINESS GETTING METHODS 





Practical Farm Life Insurance Men Here 


Tell of the Plans They Have Found 


Successful in the Country Districts 


W RAY MOSS of Louisville and 


O. B, Anderson of Albert Lea, 
* Minn,, recently furnished some 


very excellent material regarding the 
sale of life insurance to farmers. Mr. 
Moss gave the following suggestions: 
You can make your pre-approach 
th the farmer when he next comes 


town. The best time to get next to 


him is when he comes in on county 
yurt days. Greet him with a hand 
shake and get acquainted with him. 
Make yourself his friend. Make sure 
that you do not merely nod to him but 
give him a warm handshake 








Making the Approach 
to the Farmer 


The county solicitor has a big a 
vantage over the city solicitor. The 

* barrier between the farmer and 
agent is distance. This distance 
can be easily overcome any time by 
merely driving to the farm. As far as 
getting attention is concerned, you have 
the farmer’s attention the minute you 
lrive in the gate. In opening up with 
the tarmer make sure that you let him 
do most of the talking, and that the 
talking starts off about subjects in 
which the farmer is interested. Never 
nake a direct statement about life in- 
surance to get his interest. The farmer 
is interested in life insurance, and in- 
stead of going at him directly, say. 
“John, let me show you something.” 


Interprets the Contract 
to the Prospect 





Mr. Moss said that he had two 
nethods of solicitation one for the 
farmer who already has some insurance 
ind the ether tor the tarmer who has 


never 





ased any insurance In 
going after the latter class, it isn’t a 
matter of a 15-minute solicitation. No 
farm solicitor plans on getting away 
in a hurry. He may stay an hour, he 
iy stay for dinner and he may stay 
day. The average farmer thinks of 
lie insurance as nothing but a lot of 
complex figures. In explaining the life 
insurance to a farmer, Mr. Moss uses 
a pencil and paper freely and illus 
trates the different reserve systems, con- 
vincing the farmer that the method 
used by his company is the best. He 
then shows the meaning of reserves, 
mortality and expenses as related to 
he type of company he represents 


1" 


t 


Life Insurance Has 
Not Depreciated 


lo the man who already has pur 
chased insurance, this explanation is 
necessary. To him he makes clear 
that the only part of his estate which 
s not depreciated during the past few 
rs is his life insurance He then 
explains the trust fund and the install- 
ment options which are not included 
the solicitation of the man who is 
ng his first insurance. 
Mr. Moss says that the farmer will 
fide in the agent if he does not ask 
him too many direct questions. He 
can lead around to the subject of loans 
nd he will soon be told 
ey the farmer has |! , 
here he borrowed it. This forms the 
isis for a sale. He said one point to 
emember is the farmer is very proud 
f his estate. He likes to buy land and 
s a tendency to become land poor. 
Therefore, any comparison with the 
urchase of land is one that appeals 
him 
No farmer under present conditions 
uld want to sell out today. He 
knows that his farm his depreciated 
low its real value and his business 


1»? 


;} estate or property 


| self, that is, the 





sense tells him that he should hang on 
t it or a time The agent sug 
gest to him that if he should his 








wife would have to sell. Thus, by not 
taking life insurance, he would be tore 
ing her to take a business step which 
he would not take himse it g her 


Mr. Moss addresses the farmer some- 
thing as follows: “If you buy $5,000 
worth of land you will have to pay 6 





percent interest on it to carry it. If 
| vou die your wife would not 
own but would have to sell 

t, J at a depreciated price. 


Life insurance is a $5,000 estate that 
you can buy for 2 percent a year and in 
| ines 1 


t 


case of your death, s s not lose 


t al 
the $5,000 but gets it immediately from 


” 
e lite insurance company. 


Importance of the Farmer 
to His Farm Work 


Another method of attack is to con 





vince him of the importance of his 
mat ement on Al 

who knows the 

hat ike il ri 

ment is the impo 

the farmer that 


de p« nds on two 


ment. After his 
would be trom 
her estate, and 

He said, that 
down to it, creatin 
insurance to the farmer ¢ 
a whole lot The average farmer se 
very quickly the need and value of 

ine 











ce 1 wants it ihe t gto d 
make hin ct \ bus ess i 
in the city 1s accust ed to 1 re 
decisions mat t s ! nd ft the 
facts about life insurance ar¢ ip to 
] mM, he can make his decis ( e way 
or the other at once rhis is t true 
of the farmer. The agent has to do all 
ithe deciding for him. 
Takes a Concrete Example 
| For Closing Argument 
Mr. Moss always saves a concrete 
example for the clos« which helps him 
put the farmer over the line He takes 


the exan ple of some neighbor's dea 
which resulted in the public sale of his 
property at a great loss to his depend 


ents. It is sometimes necessary to 


}a lot of pressure on the tarmer to close 





and get his signature \ good deal 
more of this is needed tha tha busi 
ness mat It is thoroughly stified and 
while it might occasionall, nger the 
rmer, it gets nine applications to one 
case where the farmer is antag ed 

However. there is o use ¢ intag 
onizing the farme ron the start 
Don't go out vith 1 racehorse suit 
ind a cigarette ( mouth,” said 


Mr. Moss 


Anderson Shows Value 
of Income Insurance 


In his address, O. B. Anderson em 
phasized again the necessity of talking 
ith the prospect about his work and 
not talking to him. Mr. Anderson bases 
his whole talk on insur ari ‘ 
income. The farmer buys all kinds of 


insurance to protect his property, but 


the tarmer 





nsure himself 





ometimes neglects to 
who is the center of his family and 
the basis of all income. He takes a 
paper and pencil and writes down the 
word “Work.” He starts in talking 
about the man’s work and why he 
works. The reason for his work is to 


produce an income. He then goes on 
| 














Comparing Life Insurance 














start in by calling on 


- 

27 

ce policy which 25 years later would 
ret ill the Ol \ 


pa 
‘ 


tu t mon d in, wouldn't 
u- buy it?” Most the time the 
rmer will sa Why, such a thing 

] would not consider it 


t would be unreasonable.” Mr. Ander 


s the goes on t show thai a life 

nee policy will do just that. It 

Will give protection over a peroid ol 

ears, and return to him all that he had 
lou ] er oO! it he live 

M Anderson believes that the work 

half done when he has the money 

the physical examination is over 

r) other half of the work is done on 

delivery He delivers the policy in per 

preferably in the presence of the 

er’s family He brings out ex- 

tly the uses and need of the policy 

explains its coverage, and when 

eaves the f Cl Id on life 

rance 


VICE-PRESIDENT GOSS GIVES SOME | 
PRACTICAL SUGGESTIONS FOR JANUARY | 


letter “A.” After that I will go to 

Ra etc, 

1 will take my list of old pros 
pects the icllows who have been 
stalling—go after them hard and 
either write them or forget them. One 
it do as to waste any of 
time to dead ones 
hat life insurance can be 


by scecing somebody, l 





busy seeing “somebody” 
every d of January, resorting when 


sary if i 0 CaniVass 


MAKING INTERVIEWS COUNT 


\s my time is my capital, I am going 
make every interview result in an 
pplication, the name of one or more 
l ite appointment tor 


AIM TO PLEASE 


\s I shall deal constantly with peo 
le and my business will be affected by 
e impressions I make— 
I will study ways to please the peo 
ple ] call on 
will be polite, gracious and cor 
dial toward all the people 1 call on 
regardle of how they receive me 
| will be cheerful and optimistic 
I will be considerate as to the feel 


nd time of others 





Il am going to make every man I 
call on feel that I want to do him 
ice and not merely get his 

* . * 
MOTIVE OF JANUARY EFFORT 


I am going to work this month to 


upply human needs 


Il am going to think about that 
1 not about my commissions 


I am going to ask the prospects 
questions to find out what their needs 
are and show them how I can assist 
the in solving their problems 

I am going, when I can to study 
the prospect's case beforehand to find 
out just what I can do through life 

surance to help him 
And to make all the methods I use 
ective, I am going to saturate myself 
h life insurance, and I am going to 
so deadly in earnest in all my work 

it vhether he uvs of me or not, he 
ill simply have to be interested in me 
nd in what I say to him, 





One of the most important points in 

in~ man 1s character once tar- 

hee it 1s hard to clear Shun liquor 

tobacco, strange women and all bad 

mpanions. They are too heavy a load 

to carry \ little poison will soon per 
} 


cut the whok system. 
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LIFE INSURANCE IS 
FREE FROM CRITICSM 


(CONTINUED FROM PAGE 1) 
relate to the cost of procuring business 
and lapses, the one having a direct 
bearing upon the other. 

Might Change Scale of Compensation 


Speaking upon the subject a short 
time ago, the chief executive of a large 
company of this city said: “While 
agents in the field may be expected to 
disagree with the conclusion head office 
men are of the conviction that the aver- 
age scale of compensation paid to 
general agents and to producers might 
be reduced; and could be effected with- 
out loss to the business-getters. By 
that, I mean that an agent under the 
present scale of commissions seeks busi- 
without 


ness in but too many cases 

proper regard for the needs of the 
prospect. Enthused over his mission 
the man with the ratebook ofttimes 


writes a party for a larger amount than 
should honestly be sold, or under a form 
inapplicable to the condition of the 
assured. As a consequence the latter 
removed from the persuasive powers of 
the agent, and with opportunity to 
closely study the policy he has bought, 
concludes that it is not what he had 
fancied it would be, nor what he needs, 
and promptly cancels the insurance. 


Enemy Has Been Created 


“The company thus not only loses 
business, but an enemy to the institution 
of life insurance has been created—and 
uselessly. So far as the agent is con- 
cerned his direct loss is in renewal 
income while indirectly he has lost an 
advocate for further business. Your 


who would con- 


far seeing agent is one 
satisfied follow- 


stantly build up a well 
ing; men who have confidence in his 
judgement and in his desire to give 
them that form of protection suited to 
their particular requirements. Many an 
agent finds himself able to draw a 
handsome income merely by writing for 


added lines men previously insured for 
smaller sums, and by securing strong 
endorsements to friends of his clients. 
Agents of this type are not called upon 
to make a ‘cold canvass,’ nor are 
they forced to ‘sell’ either their com- 
panies or themselves, for the reputation 


is established by virtue of the 
satisfied policy- 


of both 
warm commendation of 
holders. 


“My contention therefore is that if 
given a smaller initial commission the 
solicitor would perforce study more 
closely than many now do the require- 


ments of a prospect, and outline a prop- 
osition conforming thereto. If business 
were sold generally upon this basis | 
am confident that ultimately the agent 
would be the large gainer, directly and 
indirectly; the companies would see 
their present lapse ratios cut very sub- 
stantially and the number of boosters 
for the fine old institution of life insur- 
ance would be greatly increased. 

“The average life agent of to-day is 
head and shoulders above his prototype 


of days gone by. We are constantly 
getting into the ranks of college bred 
men; young, clear-headed and anxious 
to make good. More and more are the 
companies giving their agents training 
along proper lines. Let me say paren 
thetically, that I favor spending any 


reason rable amount in training men, sup- 
plying if need be veteran solicitors to 
work with them until they feel able to 


perform successfully alone.’ 





MARSHALL OPPOSES BUREAUS 
(CONTINUED FROM PAGE 1) 
business as an institution. They 
realize how great insurance is. 
into every line of endeavor. 
that the business is worth 
worth appreciating and worth 

ing in the best way. 

The other speakers were Ernest Pal- 
mer, manager of the Chicago Board of 
Fire Underwriters, James Victor Barry, 
fourth vice-president of the Metropoli- 
tan Life, and President Edson S, Lott 
of the United States Casualty. 


do not 
It goes 
He said 
studying, 
practic 





THE N ATION. AL 


CROSSES THE BILLION MARK 





Union Central Life’s Big Achievement 
in 1923 on Insurance in 
Force 


The Union Central held its annual 
meeting Monday and reelected the old 
officers ag: directors, except that Frank 
W. Cottle became a director succeeding 
the late vice -president, Allan Waters. 
Mr. Cottle is one of the leading lawyers 


of Cincinnati and a brother-in-law of 
President John D. Sage. The big 
achievement of the Union Central the 


vear was to reach its goal of $1,- 
force by Jan. 1. It wrote 
the largest amount ever 
single year. Only one 
west of New York and 
Northwestern Mutual, 


past 
000,000,000 in 
$167,087,081, 

written m a 
other company 
Philadelphia, the 


has $1,000,000,000 in force. The mor- 
tality rate was 49.78 percent and the 
rate of interest earned, 6.51 percent of 
the mean ledger assets. It now has 
over $130,000,000 loaned on farms. Its 
gain in insurance in force was $108,590,- 
874, bringing the total up to about 
$7,000,000 over the billion mark. The 


capital stock is $2,500,000 and the sur- 
plus derived from the participating busi- 


ness is $335,678. The Union Central is 
going strong under the able adminis- 
tration headed by President Sage 


INDIANAPOLIS LIFE MEN MET 


District Conference at Home Office 
Last Week for Indiana, Illinois 
and Ohio Agents 


About 50 Indianapolis Life represen 
tatives from Indiana, Illinois and Ohio 
gathered at the new home office in In- 


dianapolis last week for a district con 


ference This was the first agency 
meeting of any size to be held in the 
home office purchased last summer and 
the inspection of the company’s new 
home was the first feature on the pro- 
gram, 

The first business session was onened 
with an address of welcome by Presi 
dent Frank P. Manlh Vice-President 
FE. B. Raub made a blackboard talk on 
the 1923 statement and how it was pre 
pared. Mr. Manly followed with a talk 
on “What Constitutes Good Under- 
writing in the Selection of Risks. What 
the Company Expects of Its Agents.” 
Dr. J. B. Young, medical director, with 
the topic “Co-Operation, Medical and 
Agency,” discussed some of the prob- 
lems common to his department, as 
suring the yogic & salesmen that it 
is the purpose and desire of the medical 
department to help the agents get on 
the hooks all the business that right 
fully should he accepted With the 
topic, “How the \eent Can Help Speed 
Up the Service.” EF. F Kepner of the 
home office said that the field represen 
tatives can help their own cause by 


adhering to instructions as to 
details in handling correspondence and 
reports to the home office. Elder A 
Porter, actuary, with the subiect, “In 
diana’s Life Insurance Laws.” showed 
how policyholders of companies under 
the Indiana compulsory legwal reserve 
deposit law are protected. The 
of the program devoted to a 
cussion of selling by the 


carefully 


balance 
dis 


fie ld 


was 
methods 
men 


Metropolitan Life Rally 


annual meeting of the manacer 
of the Metropolitan Life will be held 
at the home office in New York Jan 
31-Feh. 1-2 There is no set program 
hut there will be a discussion of the 
business last vear and that for 1924 to 
ipated in bv the officers, agency 
and field men 


The 


he parti 


superintendents 


Arrange for Medical Examinations 


The Northern Life of London, On- 
tario. has completed arrangements with 
the Life Extension Institute of New 


York for free periodic medical examina- 
tions for its policyholders. 





U NDERW RIT ER 


————— 
MIDWEST LIFE “AGENTS MEET | 


Hold Three Day Conference at Home 
Office—Goal and New Plans 


Announced 
The eighteenth annual agency con- 
vention of the Midwest Life was held} 


Monday, Tuesday and Wednesday of 
this week, with the field forces well 
represented. W. B. Burruss of Kansas 
City gave a series of sales talks to the 
agents, and was the speaker at the 
banquet Wednesday evening that closed 


the meetings. Other outside speakers 
were George Crocker of Omaha, who 
talked on “A Two Million Dollar 
Agency,” C. E. Gleeson of Sioux City, 
on “Putting Iowa on the Map.” and 
\. M. Paulson, Bayard, on “Special 
Months and Agency Team Work.” 
President Snell, Secretary Newlon, 
Medical Director A. H. Webb and H. 


J. Kirschstein, superintendent of agents, 


were also speakers. Morris Weil, presi- 
dent of the Nat ional Bank of shew 
merce, spoke on “Life Insurance from 
the Business Man’s Standpoint.” 
President Snell told the agents that 
he hoped that production would not 


fall under $350,000 a month during the 
vear, but that if he had to choose be- 
tween quantiy and quality, he preferred 


quality. He said the company had 
written nearly $400,000 more last year 
than in 1922 and terminations were 
nearly $1,000,000. Over $19,000,000 is 
now in force and $21,000,000 at the close 
of 1924 is the stake set 

Mr. Snell said that the company is 
preparing to go on a new basis of ad- 
vances to agents. The amount will be 
based on the number of actual inter- 
views, with a maximum limit regard- 
less of the number. Agents will re- 
port each week the name of each party 
interviewed, the age, occupation, ad- 
dress, length of interview, kind of 
policy presented, why sale was_ not 
made, ete.. which will be checked up 
and where failure is recorded advice 
will be given as to the handling of a 
second interview 


NEBRASKA COMPANY LICENSED 


New Lincoln Company, The Service 


Life, Starts With $100,000 Capital, 
$25,000 Surplus 
LINCOLN, NEB. Jan 15.—The 


bureau has licensed 


Nebraska insurance 
organized and with 


a new lite company, 
headquarters in Lincoln, The Service 
Life, a mutual legal reserve company, 
starts with a capital of $100,00 and sur- 


plus of $25,000, KB. R. Bays, the secre- 
tary. is in active charge of the com- 
pany’s affairs. The other officers are: 
President, Charles E, Cone; directors, 
John L. Oeschger, F. C. Cone, John E. 
Kirk, C. R. Littlefield, R. B. Beach, 
C. H, Clark and Bert Beaty. 


OLD LINE LIFE AGENTS MEET 


Bilheimer Addressed Conference of 
Field Men at Home Office in 
Milwaukee Last Week 


MILWAUKEF, WIS. Jan. 15.— 
‘Life insurance as an institution has 
educated more children, torn down 
more almshouses, paid more mortgages, 
kept more families together, and sta- 
hilized more business institutions than 
any other great American institution,” 
W. FE. Bilheimer, St. Louis manager for 
the National, U. S. A., told a group of 


more than 200 agents of the Old Line 
Life. who gathered from all parts of the 
national territory of the company at an 
all-day session at the home office at 
Milwaukee last week. Out of every 100 
persons dying in America, 89 leave no 
estates of any kind, the speaker de- 
clared. In those cases where an estate 
of $5,000 or more is left, the entire 


estate is dissipated within five years, in 
seven out of nine cases. In stressing 
the need for more adequate provision 
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for the heirs, Mr. Bilheimer cited sta- 
tistics showing that four out of every 
five persons in the nation are dependent 
upon someone else for support. In rec- 
ommending life insurance as a solution 
for the problems arising out of these 
considerations, the insurance promoter 
characterized it as the only form of 
will which can be written in this coun- 
try in such a way that it cannot be 
contested. 

Other speakers at 
cluded Rupert F. Fry, president of the 
Old Line Life, and John E. Reilly, sec- 
retary of the company. The latter spoke 
on the advantages to be gained by effi- 
detail, and outlined sev- 
eral important points to be considered 
in insurance office management. The 
number of agents in the service now 
working part time, who plan to devote 
themselves entirely to insurance work 
is constantly growing, according to 
President Fry. 


the meeting in- 


ciency in office 





Missouri State Campaign On 


With 
Missouri 


as the goal, the 
State Life’s Quarter Million 
Club shot away from the barrier on 
Jan. 1 with every would-be member 
straining at the bit to qualify early. It 
is promised that the Havana gathering 
will surpass anything of its kind ever 
held by the company. There will be 
no conventions held during 1924, hence 


Havana, Cuba, 


the Cuba affair must make up for two 
vears. And the home office officials 
promised that it will, 
Entering New States 

The State Life of Iowa, which has 
taken over the Royal Union Mutual 
Life and which will hereafter be known 
as the Royal Union Life, has been 
licensed in Pennsylvania, Ohio, Ken- 
tucky, Illinois and Texas. It will en- 
ter a number of other states in the 
near future 

Western States Convention 
SAN FRANCISCO, CAL., Jan. 9.— 


The 1924 One Hundred Thousand Dol- 
la~ Club Convention of Western States 
Life of San Francisco will be held in 
Portland, Ore., Aug. 28-30, according 
to announcement by President H. 

Saunders this week. President Saun- 
ders promised a program which will 
surpass all previous conventions and lib- 
eralized the conditions for qualifications 
which will allow agents who produce a 
certain volume of business between Jan. 
1 and June 30, the closing day of the 
club vear, to be invited to attend the 
convention at the company’s expense. 





Pan-American Appointments 
A. B. Westerfield has been appointed 
assistant secretary of the Pan-American 
Life. In addition to the duties of that 
office he will be in charge of a new de- 


partment known as the “new insurance 
department,” which will embrace the 
app lication and policy department. 


M. Simmons will be assistant super- 
LB Fam of agents in charge of the 
accident and health department. Ed- 
ward A. Holtzmann has been appointed 
assistant actuary. 


Jefferson Standard Admitted 
The 54th member of the Association 
of Life Insurance Presidents is the Jef- 
ferson Standard Life of Greensboro, N. 
C., which was recently elected to mem- 
bership. It was incorporated in 1907. 
Its president is Julian Price. 


MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 





service. Our agents interview —~-y 
pects— ple who have written the d 
Office for information. 


Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 
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Home of the Greatest Illinois Company 


Land and Building Owned and Occupied 
Exclusively by the Illinois Life 


¢ aad aie if nny 


eset A at 


1212 LAKE SHORE DRIVE 


Nineteen Twenty-Three completes the thirtieth year of this Company’s successful 
operation and uninterrupted progress. To build a substantial service-giving organi- 
zation, big enough to have unquestioned strength, but small enough to maintain 
close and human relations between the Home Office, the Field and its Clients, and 
to especially merit the patronage of the citizens of its Home State, is the already 
realized goal and ambition of the 


Illinois Life Insurance Company, Chicago 


JAMES W. STEVENS, President 


GREATEST ILLINOIS COMPANY 


To men whe are able to write good risks for good money, we offer a pleasant, 
profitable and permanent connection. We do not soliet sub-standard business. 








